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A New England Mutual General Agent answers some questions about 





what makes a life 


insurance policy liberal 


We hear a lot about the liberality of the New England 
s = e e 9 
Archie B. Carroll, CLU, is a leader and a builder. Mutual contract. What’s behind it? 
seven youre san — rY “— ures as Semen) Agent “‘Here’s a specific example. We analyzed the contracts 
or New England Mutual in Charlotte, North Carolina, : . isi 
his agency ranked 62nd out of 71. Today, it’s in 18th of 23 major companies and soosien dialed siege 
place out of the company’s larger total of 83 general Twenty-seven of these provisions are on the most 
sales In seven years he’s tripled his manpower. liberal basis in our contract. That’s 8 more than the 
n 1949, he won the coveted President's Trophy. next highest total and about twice as many as in the 


average contract.” 


Some provisions are a lot more important than others, 
aren’t they? 

“Yes. But how do you know just what provisions will 
be the most helpful to a policyholder? Will he need 
money and turn te the resources accumulated from 
our liberal cash values? Will he have to lapse and later, 
if insurable, take advantage of the opportunity we 
give to reinstate within 7 years? Or will a change in 
his situation mean that he will want to change to 
a higher premium form? If he does this with us, he 
simply pays the difference in reserves instead of the 
difference in premiums plus interest. 

“No one or two provisions can tell the story. It takes 
a broadly flexible and balanced contract to provide 
true liberality for all policyholders.” 


Where do you stand on cost? 

“You can talk all around this subject, as you know, 
but let me give you a simple illustration which will 
show you we're in line, and favorably so. Take 
$10,000 of Ordinary Life at age 35...” 


TOTALS FOR 20 YEARS 
Cash Value after 20 Years 


G ted in tated Excess of Total 

Gross uaran' ccumula 

Premiums Plus Terminal Annual PO Cu wales 
Dividend Dividends over Premiums 

$5,114.00 $3,724.40 $1,840.00 $5,564.40 $450.40 


Annual Dividends and Terminal Dividends illustrated above are computed on the 1955 
dividend scale and are neither estimates nor guarantees for the future. 
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QO, THE MOVE AGAIN ... always going somewhere for 
his company. Yet going nowhere in his company. He knows 
now that he reached the end of the line years ago. 

Unfortunately, many young men today are trudging 
along in sales jobs that go nowhere. They neglect to find 
out where they are going before they start. Yes, even many 
young men beginning at high salaries may soon find their 
jobs leading into blind alleys—with no chance for ad- 
vancement. 

So, perhaps you will find it encouraging to know that 
The Union Central Life Insurance Company opens the door 
to a wide and ever-expanding future. It is indeed a bound- 
less future for men of vision, ambition and industry. You 
may find your greatest fulfillment in sales. But if your talent 
develops in management or administration, you can expect 
every opportunity to make the most of your abilities. 

And in addition to your many opportunities for advance- 
ment, here are other major factors provided by The Union 
Central—each important to consider in judging the true 





Bie 


merits of a job. Choice of your own job location. A thor- 
ough training program. Research-tested working tools. 
Sound earnings plus liberal retirement and pension plans. 
Stable employment that does not rely on business condi- 
tions. And scientific aptitude testing to help you determine 
which job is best for you. 

Here, then, is a career that can take you as far as you 
want to go—into many prosperous years of independence 
and security for yourself and your family. And as a repre- 
sentative for The Union Central—with its policies that take 
care of every life insurance need from birth to age 70—you 
can experience a deep personal satisfaction for worthwhile 
service to members of your community. So be sure to get 
all the facts. Drop us a line and we’ll be glad to arrange an 
interview at one of our local offices near you. 


THE UNION CENTRAL LIFE INSURANCE COMPANY 
CINCINNATI 2, OHIO 


One of a series of advertisements designed to be of service to men contemplating a life insurance career, appearing in 
magazines and life insurance trade press where men are likely to look for information about companies and job opportunities. 
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FTC Witnesses Give 


Bankers L. & C. Ads 


What Does ‘Only a Few 
Pennies a Day” Really 
Mean Is Key Question 


After a week of preparation, the 
federal trade commission began on 
Tuesday to open up its attack on Bank- 
ers Life & Casualty on charges of false 
and misleading advertising. The com- 
pany denied the allegations and chal- 
lenged the jurisdiction of FTC as the 
hearing opened a week ago at Chicago 
before the examiner, Loren Laughlin. 

The hearing was recessed Wednesday 
noon with the statement by Mr. Laugh- 
lin that there might be other hearings 
on the case,.but he had no idea just 
when. The time and place will be as 
convenient .as possible for all con- 
cerned, he said. 

For three days, FTC Counsel Ray- 
mond Hays laid groundwork by intro- 
ducing as evidence examples of Bank- 
ers’ advertising; for two days he had 
Leo Lehane, executive vice-president 
of Bankers, on the stand explaining 
policies described in the ads and finally 
on Tuesday there were produced seven 











representatives of the American public 
who were asked to give their “im- 
pressions” of what Bankers’ adver- 
tising meant. 

This latest move of FTC, something 
the insurance people have anticipated 
not only.on this score but as possibly 
taking in also disaffected policyhold- 
ers, brought some sharp comment from 
counsel for Bankers, Charles F. Short 
Jr. of the Chicago law firm of Brund- 
age & Short. The procedure, he said, 
was more than he could stomach. 

Until the lay witnesses were 
brought forth, the activities of the 
hearing were negligible and the nu- 
merous interested parties on hand for 
the grand opening began to give up 
hope of seeing a good show. By Tues- 
day only three or four non-participants 
were in the hearing room. 

The government witnesses included 
one man and six women. Several 
of the women were neighbors. The 
question repeatedly asked was what 
they understood the phrase “only a 
few pennies a day” to mean as used 
in Bankers’ advertising. Previous to 
hearing these people, Mr. Laugh- 
lin had heard testimony from Mr. Le- 
hane giving in detail the penny by 
penny cost of Bankers’ policies, and it 
was’ evident that the public’s im- 
pression of “only a few pennies” and 
that of Bankers were supposed to be 
two widely divergent opinions. 

All of the testimony of the ladies and 
one man were put in the record over 
the objections of Mr. Short. 

It is understood the FTC had 25 
“public opionion” witnesses on tap. Mr. 
Hays, however, on Wednesday morn- 
ing said he would defer calling any 
more than those whose comments had 
been heard Tuesday. After the testi- 
mony of two officers of Bankers, the 
(CONTINUED ON PAGE 22) 
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Grahame Calls for 


of A&H Reinsurance 


A plea for an open-minded study of 
the federal A&H reinsurance proposal 
was made by Orville F. Grahame, vice- 
president and general counsel of Mas- 
sachusetts Protective and Paul Revere 
Life, at a meeting in Chicago of the ex- 
ecutive committee of Insurance Eco- 
nomics Society. Mr. Grahame is presi- 
dent of the society. 

“Those who understand the federal 
reinsurance plan should come forward 
and explain it,” Mr. Grahame said. “It 
is not enough to support it by endorse- 
ment or testimonial,” he said, suggest- 
ing a “round-table conference or that 
letters be written to the New York 
Times answering an editorial criticiz- 
ing the proposal.” 


“A sincere president has again re- 
commended a federal health reinsur- 
ance plan,” Mr. Grahame said. “Sin- 
cere men in Congress have introduced 
it. We must reappraise this plan with 
an open mind. It is not enough to de- 
nounce it as a witch’s brew, but neith- 
er can it be sold as horse liniment to 
the American people by testimonial or 
general endorsement. We must know 
the contents of this liniment.” 

Mr. Grahame noted that President 
Eisenhower in his message referred to 
working with specialists in the insur- 
ance industry. He added that he re- 
ceived a letter from Roswell B. Perk- 
ins, assistant secretary of the depart- 
ment of health, education and welfare, 
in which the latter said he had it on the 

(CONTINUED ON PAGE 23) 
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Hogg Opposes Trade 


Their Impressions of Open-Minded Study Practice Confab on 


A&H Ads with FTC 


NEW YORK—Addressing the Na- 
tional Assn. of Insurance Commission- 
ers committee on federal trade com- 
mission jurisdiction, Robert L. Hogg, 
senior vice-president of Equitable 
Society, spoke out strongly against the 
idea of asking the federal trade com- 
mission to hold a trade practice con- 
ference with A&H insurers on A&H ad- 
vertising. This course has been sug- 
gested by some in the industry as a 
way of averting bad publicity result- 
ing from further FTC complaints and 
hearings, and particularly as a way of 
heading off a possible revision of pub- 
lic law 15 should litigation result in a 
defeat for the FTC on jurisdictional 
grounds. 

Mr. Hogg said that while he might 
possibly change his views later, his 
present feeling is that the industry 
would be giving away something on its 
own initiative if it agreed to a trade 
practice conference. Such a conference 
could well be a “Roman holiday,” he 
warned, for any crackpot who has an 
idea to expound can come in and give 
his ideas on what he thinks should be 
in an advertising code. 

Mr. Hogg said litigation might even- 
tuate in the amendment of the federal 
trade commission act to specify that 
the FTC has jurisdiction over insurance 
advertising. But that at least would 
have the advantage of specifically say- 
ing what the FTC’s jurisdiction was in 
this field over insurance. 

Mr. Hogg’s feeling is that any pro- 
gram of state legislation should not 


stop with “little fair trade practice” 
(CONTINUED ON PAGE 23) 








Late News Bulletins... 








Maloney to Join Law Firm at San Francisco 


John R. Maloney, whose term as California insurance commissioner ended 
Feb. 15, has announced he will engage in the general practice of law with the 
firm of Weinstock, Anderson, Maloney & Chase at San Francisco. 

Mr. Maloney was with the California department for 23% years, the last 
four as commissioner by appointment of former governor Earl Warren. 

In his new association, Mr. Maloney will join Sidney L. Weinstock, deputy 
California commissioner from 1939 to 1943, who has specialized in insurance 


law since 1932. 


Conn. Commissioner Allyn to Become Consultant 


W. Ellery Allyn, retiring as Connecticut insurance commissioner March 1 
after eight years of service, will become an independent insurance consultant 
in Hartford. He will be succeeded as commissioner by Democrat Thomas J. 
Spellacy of Hartford, an attorney. Mr. Allyn is a past president of National 


Assn. of Insurance Commissioners. 


U.S. Monograph on Sickness Issued 

Sickness experience in selected areas of the United States has been issued 
as public health monograph No. 25 by the U. S. Department of Health, Educa- 
tion and Welfare. It gives data on illness, by severity, for 100 diagnoses col- 
lected by periodic canvasses of households with 100,000 person-years of ob- 
servation. There are 96 pages of text and charts. 


Morgan Brainard 50 Years with Aetna Life 

President Morgan B. Brainard of Aetna Life marked his 50th anniversary 
with the company Monday. He has been president since 1922. He is 76 years old 
but is in excellent health and has shown no inclination to retire 


Langer Committee 
Asks: Should PL 
15 Be Repealed? 


Hits Credit Insurance 
Abuses but Says There Are 
Others Needing Correction 


WASHINGTON—While not “for the 
present moment” recommending fed- 
eral legislation, the Langer subcom- 
mittee of the 83rd Congress judiciary 
committee in its report on credit life 
and A&H insurance abuses questions 
with italicized emphasis whether pub- 
lic law 15 should not be repealed, since 
the subcommittee “is aware that pre- 
sent abuses of insurance are not ex- 
clusively confined to the field of credit 
insurance”. . 

Following recommendations that the 
investigation of credit insurance be 
continued, the committee winds up its 
report with this warning “to those in- 
dividuals who abhor the thought of 
federal interference with the business 
of insurance, who desire the continued 
regulation of the industry by the sev- 
eral states.” 

e e o 

“This subcommittee will not allow 
itself to be blinded by subterfuge. 
Neither will it turn a deaf ear to those 
of our citizenry oppressed by the coer- 
cive practices related in this report. 
The citizens of Kansas and the other 
several states likewise are citizens of 
the United States. While these abuses 
here related continue, this subcommit- 
tee will not forever accept ‘attempts’ 
at regulation as a substitute for regu- 
lation of the business of insurance by 
the states. The patience of the federal 
government with those who would 
abuse the good name of insurance some 
day may come to an end. 

“Should new federal legislation be 
enacted now?” The committee asks. “If 
so, should such a law divorce officer- 
director-stockholder relationships be- 
tween credit insurance companies and 
finance’ and lending organizations? 
Prohibit lenders, their employes, from 
directly or indirectly profiting from the 
sale of credit insurance? Prohibit the 
sale of individual credit insurance pol- 
icies except through a sales operation 
exclusively confined to the credit in- 
surance company staff and completely 
divorced from the finance and lending 
organizations? Prohibit compulsory 
purchase of credit insurance exclu- 
sively from the lender as a condition 
precedent to granting a loan? Limit 
premiums paid to a specified ratio of 
claim payments? Limit the amount and 
terms of insurance written to the 
amount and term of the loan obliga- 
ton, and in the case of installment 
loans, should it decrease with each in- 
stallment payment?” 

The committee recommends | that 
continuing investigation be directed 
along the following lines: 

“Is the total profit to the lender, 
through captive markets, ownership of 
companion insurance companies as 
great as if the lender had employed 

(CONTINUED ON PAGE 21) 
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National Assn. of 
Life Companies Is 
Name of New Group 


To Do Own Housecleaning 
to Protect Policies Against 
NALU Legislation Demands 


ATLANTA—National Assn. of Life 
Companies, Inc., was adopted as the 
name of the new organization of life 
companies at the formal organizational 
meeting here. 

This name was selected in place of 
National Institute of Life Insurers, 
tentatively chosen at the preliminary 
organizational meeting reported in 
THE NATIONAL UNDERWRITER for Jan. 
14. The present name was adopted as 
being more descriptive of the organi- 
zation’s aims and to avoid possible 
confusion with other insurance organi- 
zations, notably the Institute of Life 
Insurance. President Holgar J. John- 
son of the institute, who took part in 
the discussions here, applauded the 
selection of the new name. 

NALC was formed primarily as a 
protective alliance of companies that 
felt they would be severely cramped 
if National Assn. of Life Underwriters 
should prove successful in getting its 
so-called anti-tontine bill adopted in 
various states where these companies 
are active. 

At the same time, 
new organization are emphatic 


leaders of the 
in 


that not a _ single member 
company issues tontine policies and 
as far as the term “semi-tontine” is 
concerned there is no dictionary defi- 
nition of it and it is so indefinite as 
to be actually meaningless. They as- 
sert that deferred dividends of mutual 
companies would be indistinguishable 
from what have been referred to as 
semi-tontine or jackpot dividends. 

Claude H. Poindexter, president of 
Coastal States Life of Atlanta and 
president of NALC, and former Com- 
missioner Murphy of South Carolina, 
who has been active in the formation 
of NALC, told THE NaTIONAL UNDER- 
WRITER following the meeting here 
they believed complaints about some 
companies’ activities had been due to 
sales methods employed rather than 
to the policies themselves and that 
one of the functions of NALC would be 
to see that any basis for complaints 
is eliminated through conference rath- 
er than by seeking legislative remedies. 

The main objection to sales methods 
used in merchandising this type of 
special policy is that agents used 
wildly unrealistic assumptions as to 
how many policyholders might be 
expected to lapse and correspondingly 
exaggerated estimates of the amount 
of money that would be available to 
pay out as a “bonus” to policyholders 
that lived and hung on to their in- 
surance. 

Mr. Murphy said he was sure no 
company was currently putting out 
sales material subject to this kind of 
criticism and that NALC would act 
to prevent agents from using this sales 
approach on their own if there should 
be evidence they were doing it. He 
(CONTINUED ON PAGE 21) 


stating 





THE COLONIAL LIFE 







HOME OFFICE 


: Look A head See Colonia 


(Se 
SOY) INSURANCE COMPANY OF AMERICA 


° EAST ORANGE, NEW JERSEY 


Richard B. Evans, President 





AFL Has Welfare 
Fund Code; Three 
Indicted in N.Y. 


At the same time the AFL com- 
pleted the draft of a program for era- 
dicating welfare fund rackets, a New 
York City grand jury was reported 
preparing to indict several persons on 
charges of misappropriation, mishan- 
dling and larceny of union welfare 
funds. 

The AFL’s proposed code, which de- 
fines what unions and the government 
should do to guarantee that billions in 
welfare funds are administered honest- 
ly, was being sent to all affiliated 
unions for review and suggestions for 
changes. 

The union’s executive council will 
consider the suggestions at a meeting 
May 2 in Washington. The proposed 
program is aimed at maximum protec- 
tion for beneficiaries of welfare funds. 
It calls on locals to change their consti- 
tutions so they can exercise effective 
control over funds of locals. 

Included among the proposals for 
action by states is the development of 
codes designed to prohibit payment of 
excessive commissions and service fees 
to insurance agents or brokers. Such a 
code of ethical practices is under con- 
sideration in New York state. 


The New York grand jury investiga- 
tion into welfare fund rackets has 
been going on for three years and an 
important factor in bringing it to a 
head was said to have been an about- 
face by Louis B. Saperstein, Newark 
insurance broker, after he had been 
sentenced to five years for criminal 
contempt. 

He was convicted for refusing to 
testify about racketeering in labor wel- 
fare funds, and is now free on bail 
pending an appeal of his conviction. 

Assistant District Attorney Alfred 
J. Scotti, who described Saperstein as 
“the key to the entire union welfare 
racket,” has charged that racketeers 
have organized insurance companies, 
with the help of legitimate insurance 
agents, solely to handle labor welfare 
funds. 

In Florida, a bill was proposed to 
prohibit any employer, labor union or 
association from making a profit out 
of any group insurance plan to which 
employes contribute. 

A New York grand jury has indicted 
three persons for receiving illegal pay- 
ments from a Newark insurance agent, 
Louis B. Saperstein, in connection with 
union welfare funds. The charges state 
that the three got almost $300,000 in 
two years as kick backs from Saper- 
stein. 

Indicted were George Scalise, ousted 
president of Building Service Employes 
International Union, AFL, who was 
sentenced in 1940 to 10 years for steal- 
ing union funds; Anthony Carfano, 
alias Little Augie Pisano, once the as- 
sociate of Al Capone; and Sol Cilento, 
former secretary of the Distillery, Rec- 
tifying and Wine Workers Internation- 
al, AFL, one time trustee of the union’s 
social security fund. 

Saperstein began writing welfare 
coverages for the Cilento union in 1947 
and his earnings climbed from $15,000 
a year to more than $150,000 annually, 
according to Frank Hogan, district at- 
torney. He reportedly received com- 
missions of 10 to 15% on premiums in 
eight years of $15 million. He spread 
his activities to other unions as he went 
along and as kick backs to others in- 
creased. 


State Mutual Has a 
Best Year, Shows 
72% Sales Rise 


State Mutual Life’s ordinary angq 
group sales in 1954 totaled $334,457,579, 
the largest annual production in the 
company’s history. The amount was 


72% above paid-for business in the | 





previous year. Life insurance in force | 


stood just under $2 billion. 

Assets increased $36,413,403 to 
$513,226,149. Premium income gained 
$3,028,043 to $56,831,247 and net in. 
come from investments rose $1,605,703 
over 1953. Mortgage loans and bonds 
accounted for 89% of invested assets, 

Benefits paid during the year in- 
cluded $37,229,068 to policyholders 
and beneficiaries and $15,635,521 in 
death claims. Mortality rates con- 
tinued favorable. : 

Surplus, increased by $3,527,822 in 
1954, has nearly doubled -in the last 
five years. Last year’s contribution 
was the largest ever made. 


Four Agent Groups 
Condemn Federal 


Reinsurance Bill 


At the request of Rep. John V. 
Beamer of Indiana for an expression of 
opinion on the federal reinsurance bill 
from Indiana insurance men, Indiana 
Life Underwriters Assn. and Indiana 
A&H Underwriters Assn. adopted reso- 
lutions opposing such a bill in any 
form. A copy of the resolution, iden- 
tical for both associations, has been 
forwarded to Rep. Beamer. 

The resolution calls the reinsurance 
scheme unnecessary and unworkable 
and charges it contains inherently the 
threat of government competition in 
and control of the insurance business. 

Rep. Beamer was a member of the 
committee which considered the rein- 
surance bill introduced in the last con- 
gress and was among those voting to 
recommit it too late in the session for 
it to be brought up again. 

The Fort Wayne and Chicago A & H 
associations have adopted similar reso- 
lutions. 


West Coast Life 
Record Log Rewritten 


A host of record gains were reg- 
istered in 1954 by West Coast Life, new 
life sales totalling $110,691,753 as 
against $55,370,700 the preceding year. 
The sales figure includes $69,397,300 
written under the federal employes’ 
group plan. 

Insurance in force reached $454,882,- 
784, up from $354,379,664. The in-force 
figure has more than doubled in the 
past five years. 

Assets increased from $60,491,655 to 
$65,387,206. Benefit payments amount- 
ed to $5,861,061, bringing the total of 
such payments since organization to 
$100,483,811. 

Total income amounted to $12,- 
870,171, compared ,with $12,365,200. 
Net earnings amounted to $842,331 as 
against $755,855. After cash dividends 
of $150,000, $692,331 was added to sur- 
plus, bringing total capital and surplus 
to $5,644,899. 


Continental Assurance Has 


Biggest January on Record 


January was the greatest month in 
the history of Continental Assurance. 
Total business was $34,527,404, an in- 
crease of more than 27% over Jan- 
uary, 1954. 
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bi] Three Nebraskans tell State Mgr. Roy K. Barnes 
vain “It's easy with Franklin exclusives” 

















1et in- | 

605,703 | 

bonds | 

assets, 

ar in- 

.olders “On leaving the armed forces in March 1954 | did not intend to 
921 in re-enter the insuranee field. Then last June, | heard President 
| con- Chas. E. Becker of the Franklin Life give the commencement ad- 
sees dress at Creighton University, and shortly after, | met you. It didn’t 
~ Aen take long to convince me that | should sign a contract with the 
bution friendly Franklin and its kit of ‘exclusives.’ 

“Within sixty days from September 1, | was a proud member 
of the ‘Sixty Club’ with sixty-one sales and net first year earnings 
of $3,834. And | was a proud possessor of a beautiful gold watch 

S presented to me as a member of the Sixty Club by the Franklin 
Life.” 

PETER A. LYCK 
in Vz 
sion of 
e bill | “Due to an illness a few months ago my doctor advised me to 
diana ‘slow down’—which | have done. Yet in spite of this | have in the 
diana period from September 1 to October 30 completed sixty sales 
reso- | for membership in the wonderful ‘Sixty Club.’ To say that | am 
1 any | happy would be a gross understatement. Without the terrific 
iden- | Franklin ‘exclusives’ it would have been impossible for me to 
been continue as a full time agent in the life insurance business. 

— “Naturally | was tickled to receive my Sixty Club gold watch— 
kable and even more tickled with the total first year commissions of 
y the $4,465. | don’t know when | have had so much fun—and | am 
mn in most grateful for the wonderful home office cooperation, from 
iness, President Becker on down the line, during the six years of my 
f the Franklin association. They always do things to make our lives 
rein- and our families’ lives more interesting and more secure.” 

toe PAT J. BARTON 

n for 

&H 

reso- 

i “My Sixty Club gold watch was presented to me at the home 

| office. And | was delighted with the friendliness and courtesy 
extended by everyone, from President Becker to the young lady 
who conducted me on a tour of the building. It was a thrill | shall 

on never forget. 
oan ‘| have totaled the commissions earned on my sixty-two sales 

fot and find that they add up to a tidy $3,200—a pretty fair income 
rear. for sixty days effort.” 
300 
yes! ROBERT L. RUSSELL 
82,- 
orce 
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dent, home office services. 
Hancock Makes Richard P. Waters Jr. (1945), direc. 
10 P . tor of public relations since 1952, to 
romotions 2nd vice-president, public relations. 





John Hancock has promoted 10 ex- . Abram T. Collier (1939), vice-presi- 
ecutives and realigned the functions @¢nt since 1953, to vice-president and 


of some of them. Those promoted are 8€neral solicitor. 

the following, the figure in parentheses Elmer L. French (1912), secretary 
being the year in which the man joined Since 1943, to vice-president, home of.- 
the company: fice services. 

Reginald B. Miner (1928), director of Gerhard D. Bleicken (1939), 2nd 
the city mortgage department since Sa sein and counsel since 1954, 
1953, to 2nd vice-president, city mort- '© Secretary. 
acelin dat aia . Asa P. Lombard (1928), 2nd vice- 

H. Arnold Houghton (1924), asso- president since 1951, to vice-president, 
ciate underwriting director since 1953, ¢laims. ; 
to 2nd vice-president, underwriting. John L. McCrea (1953), 2nd _vice- 

Robert L. Lee (1932), director of the president, client relations, to 2nd viee- 
bureau of investigation since 1945, to President, client and personnel rela- 





2nd vice-president, bureau of investi- tions. 
gation. a 
. . because you're looking at sales! Charles N. Ladd (1919), assistant Insurers Oppose 


: E secretary since 1943, to 2nd vice-presi- 
Sell our new non-can Accident-Sickness- p 


Hospitalization Policy — now separate 
from Life, now combined with Life. 


If you're looking for Sales, write today! 


N.C. A&H Bills 


A charge that the North Carolina 
bill making it more difficult for in- 
surers to cancel A&H policies is a con- 
spiracy to drive legitimate stock in- 
surers out of business and leave the 
business to the two Blue Cross firms in 
that state was made by Julius C. Smith, 
former vice-president of Jefferson 
Standard, who was representing Life 
Insurance Assn. of America, at hearing 
before the house insurance committee 
Charles N. Ladd of the North Carolina legislature. 

He said the bill would not accom- 
plish its purpose but would, in effect, 
tell the companies they must write 
non-cancellable policies, which, he be- 
lieves, is an abridgement of the right 
of contract and “I don’t think it stands 
up in the law”. 

The practice under fire, he said, is 
not cancelling, it’s just failure to renew. 
Health insurance is term insurance and, 
like a fire policy, if the person wants 
non-cancellable, he must pay higher 
premiums to get it. ; 

Also appearing to oppose the meas- 
ure was Banks Arendell, Raleigh law- 
yer, representing Bureau of A&H Un- 
derwriters and H&A _ Underwriters 
Conference. He said that if non-can 
were required, premiums would go up 
considerably and the rates would be so 
high the small income man couldn’t af- 
ford it. “If you remove cheap insur- 
ance, somebody’s going to get hurt,” he 
said. 

Mr. Smith said that it was not up to 
the legislators who sponsored the bill 
to “tell the insurance companies of 

, America what they can sell” and he 
Asa P. Lombard H. Arnold Houghton added “North Carolina companies will 
not write the kind of insurance the 
bill’s sponsors want them to write”. 

Representing Mutual Benefit H.& A. 
Assn., George Richardson of Winston- 
Salem said that the bill ‘“‘would break 
firms which would be compelled to 
write such policies.” And R. J. Jones 
of Pilot Life said that it would force 
rate increases and his company would 
_ not write term insurance under such 
conditions at any rate. 

The bill, Mr. Jones said, ‘attempts 

P to convert term insurance into pensions 

Richard P. Waters Jr. Elmer. L. French for life. It isn’t valid. It would open up 

grounds for more fraud than has been 

attempted in North Carolina in a cen- 
tury”. 

Rep. Goodman, one of the bill’s spon- 
sors, said that “insurance companies 
don’t live up to their code of ethics and 
the purpose of the bill is to see that in- 
surers don’t take advantage of techni- 
calities.” 


For particulars write to WM. D. HALLER, 
Vice President and Agency Manager 


UNITED= 
LIFE AND ACCIDENT | 3% 
INSURANCE COMPANY ‘3 


















Concord, New Hampshire 








Gerhard D. Bleicken 







"Here at North American we'iv 
about ready to celebrate the 
first anniversary of our FLEX-ESTATE Plan-—-a 
sales tool that has really proved itself in 
its trial run. Appealing thing about the 
'F-E' is that your client can do just about 
anything he wants to with it after he gets it 
under way--pay it up in 30 years——sooner-—- 
start retirement checks at 65--sooner——-later- 
put in surplus dollars as he goes——build up 
bigger retirement benefits. Point is-——he 
doesn't have to decide on all that today. Ge* 
the seed in the ground now—-trim the vine 

any way you want to later makes a lot of 
sense to a lot of prospects these days." 














HOME OFFICE: 
MINNEAPOLIS, MINNESOTA 


H. P. SKOGLUND J. E. SCHOLEFIELD, C.L.U. 
President * Vice President—Director 
of Agencies 


NORTH AMERICAN 


Life and Casualty Company 
ESTABLISHED 1896 






LIFE * ACCIDENT + SICKNESS « HOSPITAL» GROUP 





e Vulcan L. & A. has declared a 10% 
stock dividend, increasing capital to 
: 3 $220,000. The dividend will be paid 
Reginald 6. Miner Robert L. Lee March 29 to stock of record March 1. 














-meranane, 





Februa! 


= 


Brok 


Rose 
The | 
ing to © 
Rosenbe 
Life Su 
felt that 
prokera: 
turn to 
you, th 
“Mr. I 
general 
said he 
compan. 
erage bi 
He sz 
is quite 
doesn’t 
watched 
taker t 
will be 
own.” 
Mr. | 
visor fo 
“T thinl 
supervis 
next fi\ 
lievable 
He te 
greatest 
and a b 
backs. 
Mr. F 
could b 
visors, | 
an agen 
out a g 
He se 
entitled 
visors ‘ 
“and pa 
“T ex 
the agel 
in exch 
decent | 
without 
from m 
Rosenba 
ervisor 
other tl 
made hi 
He e 
titled to 
agent’s 
sway b 
tion?” | 
general 
opinion. 
Mr. ] 
ing gen 
a super 
the met 
ask a | 
are enti 
he said. 
He sa 
the “cry 
to inspil 
how hat 
a super 
of volu 
can mal 


Asa 
related, 
“T cann 
and a b 
ness. T 
this pra 
own po 
be a ge 
on the 
and not 
busines; 

He sa 
supervi: 
with as 
supervi: 
brokers 

Mr. F 
persona 
as “it is 
to be ir 





a, 1955 


—=—= 


. direc. 
952, to 
tions. 

'~presi- 
nt and 


cretary 
me of- 


}, 2nd 


> 1954, | 


Vice- 
sident, 


vice- 
viee- 
rela- 


. =a 




















February 18, 1955 


LIFE INSURANCE EDITION 


5 





—— 


Brokerage Supervisor Coming into His Own, Says 
Rosenbaum: Sees All Companies in Field Soon 


The brokerage supervisor is start- 

ing to come into his own, Edward L. 
Rosenbaum told the New York City 
Life Supervisors’ Assn., explaining he 
felt that as more companies go into the 
prokerage field “they will have to 
turn to the men with experience— 
you, the supervisor.” 
“Mr. Rosenbaum, a New York City 
general agent for Mutual Benefit, 
said he felt “there will soon be no 
companies left that won’t want brok- 
erage business.” 

He said “the brokerage supervisor 
is quite a guy but the trouble is he 
doesn’t know it.” Saying, “I have 
watched him grow from an order- 
taker to a specialist,” he related “it 
will be nice to see him come into his 
own.” 

Mr. Rosenbaum, himself a super- 
visor for more than 20 years, added 
“fl think with what is going on the 
supervisor is on his way and in the 
next five years you will have unbe- 
lievable changes.” 

He termed a good supervisor the 
greatest blessing an agency can have 
and a bad one one of its worst draw- 
backs. 

Mr. Rosenbaum said a big agency 
could be built only with good super- 
visors, aS a general agent can build 
an agency only to a certain point with- 
out a good supervisor’s help. 

He said as a general agent he felt 
entitled to the loyalty of the super- 
visors to the agency, the company 
“and particularly to me.” 

“I expect the supervisor to place 
the agency first in every situation and 
in exchange he is entitled to make a 
decent living, to have a decent future 
without hindrance and to get help, 
from me. The day must come,” Mr. 
Rosenbaum declared, “when the sup- 
ervisor must not look to companies 
other than the one in which he has 
made his reputation for his future.” 

He explained “my supervisor is en- 
titled to know the terms of my general 
agent’s contract. How else can he 
sway business in a profitable direc- 
tion?” he asked, reporting that some 
general agents differ with this 
opinion. 

Mr. Rosenbaum termed “the cry- 
ing general agent” a poor example for 
a supervisor. “My supervisors know 
the method by which we are paid. We 
ask a good deal of them and they 
are entitled to know what to expect,” 
he said. 

He said he has little patience with 
the “crying general agent who expects 
to inspire his supervisor by telling him 
how hard it is to make a living. Unless 
a supervisor knows, he thinks in terms 
of volume, instead of how the agency 
can make a dollar on the business.” 

As a general agent, Mr. Rosenbaum 
related, he cannot pay overridings— 
“I cannot pay a supervisor decently 
and a broker extra money for his busi- 
ness. The supervisor doesn’t realize 
this practice removes money from his 
own pocket. I expect my supervisor to 
be a good competitor, to get business 
on the service our agency can render 
and not on how much we can pay for 
business.” 

He said he considers every broker a 
Supervisor calls on and makes contact 
with as part of his agency, adding the 
Supervisor who collects a group of 
rokers “does well.” 

Mr. Rosenbaum reported he expects 
personal production from a supervisor 
as “it is the best way I know of for him 
to be independent of me and the only 


XUM 


relationship that is a good one between 
two independent men.” He said his 
personal production as a_ supervisor 
made it possible for him to have an 
agency “on the basis I wanted it.” 

Mr. Rosenbaum said he expects his 
supervisors to work jointly, to do with- 
out sharing in the commissions of the 
broker—‘a good many opinions I have 
heard lately to the contrary notwith- 


best way to teach a man the life in- 
surance business. 

He related he felt the supervisor has 
“a right to demand anything of me that 
I demand of him. I ask him to make 
joint calls for nothing and I do the 
same.” He said the “9-5 supervisor, as a 
general thing, never did get to first 
base in our business. I don’t think the 
supervisor should be one.” 

Mr. Rosenbaum added he also ex- 
pected the supervisor to make the 
broker part of his agency. He said “we 
have seen agencies put on drives and 


find that the broker becomes as inter- 
ested as a full-time agent. He belongs 
nowhere unless we make him part of 
our agency. In effect, I expect him to 
be a general agent.” 





Increases Group Limits 


Manhattan Life has increased group 
life limits to $10,000 plus $10,000 ac- 
cidental death and dismemberment on 
25 or more lives, to $25,000 plus $5,000 
AD and D on 35 or more lives and to 
$30,000 life only on 50 or more lives. 
Life plus AD and D cannot exceed 
$30,000. 


standing. “He termed joint work the 


at 





They Really Listen to “Mac” 














C. B. McCaffrey tells Northwestern Mutual agents how to tackle Advanced Underwriting problems. 


as YNAMIC” is the word for C. B. McCaffrey. He’s 
Director of Advanced Underwriter Training at 
Northwestern Mutual. Hundreds of agents who’ve 
listened to him can tell you he rates full attention. 
Mr. McCaffrey directs several seminars throughout 
the country every year. He gives Northwestern 
Mutual agents a real postgraduate course on how to 
solve policyholders’ personal and financial problems, 
using the latest ‘‘facts from Washington.” For the 
Annual Meeting of the Association of Agents, he ar- 
ranged to have an attorney in the gallery of the Senate 
report via direct telephone hookup the up-to-date 
progress of the new Tax Bill. 
He’s an editor, too. Periodically he sends out the 
Advanced Underwriting Digest. And if there’s a timely 
topic that rates special attention, you can be sure 


“Mac” and his capable staff, including other attorneys, 
are “right there with the facts.” 

A good example is the Company’s 28-page booklet, 
“Spotlight on the Revenue Act of 1954.” It reached 
every member of the field force almost as soon as the 
Bill was made law .. . And it’s always that way. North- 
western Mutual men don’t have to wonder “what’s 
new.” They’re the best-informed in the profession. 

The Company’s Advanced Underwriter Training 
program is typical of the high quality of help North- 
western Mutual provides for its agents. That’s one 
reason why so many of them are consistent winners of 
the National Quality Award. And it’s a reason why 
Northwestern Mutual has 172 of its agents in the 
Million Dollar Round Table—one out of thirteen of 
its full-time agents. 


THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 


MILWAUKEE, WISCONSIN 
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PAN-AMERICAN’S 
CAREER CONTRACT, 


which stresses the com- 
pany’s philosophy of 
helping the best men 
make more money. To 
do this job, we furnish 
ample training, top- 
notch sales aids and 
individualized policies 
to meet individual 


needs. 


CRAWFORD H. ELLIS 
President 


EDWARD G. SIMMONS 
Executive Vice-President 


For information Address Bg Wi Wile aia 


CHARLES J. MESMAN 
LIFE INSURANCE CO 





KENNETH D. HAMER 


Superintendent of Agencies Vice-President & Agency Director 


NEW ORLEANS, U.S.A. 








THE COUNTRY’S MOST FRIENDLY COMPANY 
OFFERS... 


@ Modern and attractive agent's and general agent's contracts to those looking 
for a permanent connection. 


@ Complete line of Life Insurance policy contracts from birth to age 65 with full 
death benefit from age 0 on juvenile policy contracts. 


@ Complete line of Accident and Health policy contracts with lifetime benefits. 


@ Individual Family Hospitalization contracts with surgical, medical and nurse 
benefits. 


© Complete substandard facilities. 
@ Educational program for fieldman. 








Strong, Progressive Company 
Older than 85%, of all legal reserve life 
insurance companies 


COMPANY'S EXPANSION PROGRAM OFFERS 
Openings in California, Illinois, Indiana, Kansas, Michigan, Minnesota, 
Missouri, Nebraska, New Jersey, North Dakota, Ohio and Wisconsin 


NORTH AMERICAN LIFE INSURANCE COMPANY 


OF CHICAGO 


C. G. ASHBROOK, EXECUTIVE VICE PRESIDENT 
l NORTH AMERICAN BUILDING, CHICAGO 3, ILLINOIS 






















National L. & A.'s 
In-Force Approaches 
$4 Billion Milestone 


National Life & Accident remains 
the largest insurer in the south on 
the basis of its insurance in force, 
which gained $291.7 million in 1954 to 
$3,917,000,000 or just short of $4 bil- 
lion. Assets increased slightly more 
than 10% to $526 million. 

The company, which had more than 
$226 million in bonds last year, re- 
ported none in default either as to 
principal or interest. With mortgages 
of more than $224 million, there has 
not been a foreclosure of a conven- 
tional loan in the past 12 years. 

Chairman Edwin W. Craig, address- 
ing stockholders, said, “In our busi- 
ness, the market is under-sold, wages 
should be stabilized at substantial 
levels, the necessity for life insurance 
must be recognized in every security 
plan, and economic expansion re- 
quirements incident to our high birth 
rate all add up to a dynamic market 
for our services.” 


Hill, Life of Va., Heads 
LUTC, Trustees Named 


Herbert R. Hill, manager of Life of 
Virginia in Richmond, has been elected 
president of Life 
Underwriter j 
Training Council. } 
He succeeds Ed 
mund L. G. Zalin 
ski, vice-president § 
of New York Life 

Other officers 
are Frank B. Ma- 
her, vice-president 
of John Hancock, 
vice - president; 
Charles J. Zim- 
merman, manag- 
ing director of Life 
Insurance Agency Management Assn., 
secretary; Benjamin N. Woodson, 
president of American General Life, 
assistant secretary; Maxwell L. Hoff- 
man, comptroller of National Assn. 
of Life Underwriters, treasurer; and 
Lester O. Schriver, managing director 
of NALU, assistant treasurer. 

New trustees are Perry T. Carter, 
vice-president of Travelers; Deane C. 
Davis, president of National Life of 
Vermont; Howard Holderness, presi- 
dent of Jefferson Standard; Harry J. 
Stewart, president of West-Coast Life; 
and Chester T. Wardwell, general 
agent of Connecticut Mutual Life at 
Peoria, IIl. 

Mr. Hill entered life insurance as a 
supervisor of Life of Virginia in 1929. 
He was graduated from LIAMA schools 
of agency management and training, 
and he is past president of the Rich- 
mond and Virginia associations, a past 
member of the board of General 
Agents & Managers Conference and 
has been a trustee of LUTC. Mr. 
Maher joined John Hancock in 1923 
as a clerk and became an agent in 
1926. He was in the field as assistant 
district manager, district supervisor 
and regional supervisor, and in 1941 
became superintendent of agencies at 
the home office. He became 2nd vice- 
president in 1951 and vice-president in 
charge of the district agency depart- 
ment in 1954. 


N. C. Pyramid Advances Law 

J. A. Law, vice-president of Pyramid 
Life of North Carolina, has been ad- 
vanced to executive vice-president. At 
the annual stockholders meeting, the 
group took action to increase the com- 





Herbert R. Hill 


——<———_ 


pany’s capital to $1 million by author. 
izing the sale of 250,000 additiona] 
shares of stock, subject to the approval] 
of tHe Securities & Exchange Commis. 
sion, at $3.75 a share. The stock is to 
be sold to present stockholders with 
the right to subscribe based on stock 
of record of Mar. 1. 





Buffalo Life Council to Meet 
Buffalo Life Insurance Trust & 

Banking Council will meet Feb. 2), 

The speaker will be Stuart E. Hample 


| 
i 
; 


; 
; 


who is with the Buffalo office of the _ 


advertising firm of Batten, Barton, 
Durstine & Osborn of New York City, 


In Pacific Mutual’s 
SELECTION Process 


helped Arthur K. 
Coty (Los Angeles) 
determine that he 
could succeed, and 
opened the way for 
his meteoric rise to 
top rank standing 
in the Big Tree 
Leaders Club with- 
in his first year, and 
to production lead- 
ership of the W. W. 
Stewart General 
Agency—one of 
Pacific Mutual’s 
foremost — in his 
third year. 


Quality 
is the dominant 
objective in all of 
Pacific Mutual field 
procedures. 


LIFE INSURANCE COMPANY 
HOME OFFICE: LOS ANGELES, CALIF. 


LIFE Since 1868 + ACEIBENT Since 1885 
SICKNESS Since 1904 + RETIREMENT PLANS Since 1919 
GROUP INSURANCE Since 1941 
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ae 
author. | Such talk is hurting the good name _ the bureaus do any adjudicating of more time than he should trying to 
litional i Asks Insurer-BBB of insurance and consideration should claims, but that it could help in mak- convince such claimants that he is just 
>proval | = . be given to take positive steps to re- ing it easier for individuals to under- and fair. And the records show he al- 
a | Cooperation as Aid move any justifiable cause for criti- stand both what they can expect from lows many claims he should have 
S win i . = cism, Mr. Breidenstein said. insurance and also what they have no turned down because of the high nui- 
1 stock tO Public Relations On the other hand, he admitted, right to claim. People lack information sance value of the claim or because of 
Friendly cooperation among in- there are large numbers of persons and frequently cannot understand why pressure from high placed persons or 


surers, agents, adjusters and the Bet- 
ter Business Bureaus throughout the 
nation could help the insurance busi- 
ness in its policyholder and public re- 
lations, C. Lane Breidenstein, man- 
ager of the Fort Wayne Better Busi- 
ness Bureau, told Fort Wayne Insur- 
ance Adjusters at a meeting there. 

Pointing out that 127,087 persons 
went to Better Business Bureaus in 
1954 with questions about insurance, 
he emphasized that many people are 
unaware of the details of insurance 
and that the insurance commissioner’s 
office is set up to serve them. A great- 
er percentage know about the. BBB, so 
they go to them with their insurance 
problems. : 

The BBB has no desire to take over 
the work of the commissioner, he said, 
but it does work closely with him and 
refers important problems to him. In- 
surance people who say they are al- 
ready regulated and controlled by the 
insurance commissioners and that they 
have their own associations so they 
don’t need the BBB to regulate them, 
too, do not understand the function of 
the BBB, he said. And they fail to take 
into consideration the amount of work 
presently done by the bureaus. 

Of the people who took problems to 
the BBB last year, 29,299 made in- 
quiries about life insurance, and 1,432 
made complaints; 26,426 made inquir- 
ies about casualty, and 3,113 made 
complaints; and in A&H there were 
66,484 questions, including 4,927 com- 
plaints. 

One angry claimant can cause more 
trouble than can be offset by a hun- 
dred satisfied policyholders, Mr. Brei- 
denstein said. The good name of insur- 
ance is also being injured by persons 
in high position who use the wrong 
words to talk about insurance. 

He told of one of his New York City 
associates who was talking with an ex- 
ecutive who is a partner in one of the 
nation’s largest commercial account- 
ing firms. The bureau representative 
mentioned that he was spending a 
good deal of his time on insurance 
problems and added to his companion 
that he probably knew how good in- 
surance really is. The accounting ex- 
ecutive replied that insurance was one 
of the biggest rackets there is. 








who consider insurers fair prey, who 
fake claims and fib in real claims to 
increase their amounts. Adjusters 
must be on the lookout for such peo- 
ple and must scrutinize every claim to 
determine whether it is bonafide and 
honestly presented. 

He said he was not suggesting that 
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the company turns down their claims. 
Many such claimants feel the claim 
man is trying to save money for his 
company or that he gets a percentage 
on the amount he can reduce a claim. 
Many persons turn to the BBB for help 
when such questions arise. 

The claim man has to devote much 




















agents. 

Such payments are unfair to all of a 
company’s policyholders. How much 
better it would be if insurance people 
would only work with the BBB in a 
project aimed at helping the public in 
clearing up confusion, Mr. Breiden- 
stein commented. 


says Mrs. Robert Jeszewski 
of Minneapolis, Minnesota 


“Selling insurance is no bed of roses, but the returns we’ve had 
have more than compensated for the ups and downs. 


“In fact, I’m happy my husband chose the insurance business. 
He genuinely enjoys his work, and that gives me a thoroughly secure 
feeling for the future. 


“Luckily, Bob didn’t need capital to start out in this business, 


so we’ve had a much greater chance to make a go of it than in some 
other profession. 


“I give a lot of credit for Bob’s success to his downright persis- 
tence. If it hadn’t been for that, he might still be punching a time 
clock. Bob was discharged from the Army in 1945, and he held four 
different jobs in three years. He wanted to sell, and when he was 
offered a sales job in 1949 with the Arizona branch of the company 
he worked for, he was tempted to take it—even though he didn’t 
like to leave Minneapolis. 


“And that’s when a Minnesota Mutual agent paid us a lucky 
visit. Bob was so impressed with his sales presentation that he called 
up the company and asked for a job! You know the rest of the story— 
Bob’s been selling Minnesota Mutual insurance ever since. 


“Believe me, this business does have a good return on its invest- 
ment of hard work. It’s enabled Bob to give me many luxuries I 
might not otherwise have—treasured articles like my silverware, 
china, golf clubs—all earned on sales bonus plans. 

“All in all, I believe Bob has chosen the field of business where 


he has the best chance to build his own success and to find the most 
enjoyment doing just that.” 


This letter, written by the 


wife of a Minnesota Mutual 


Now only 32, Robert V. Jeszewski joined Minnesota Mutual in 1949 with 
no previous experience. His career scarcely begun, he has already set a 
true leader’s pace. He consistently ranks highly among candidates for the 
monthly “President's Dozen” listing of top company salesmen and in the 
"50 Club” for producing over $50,000 of new business each month. His 
insurance in force currently exceeds $1,869,800, and membership in the 
“App-A-Week Club” 125 consecutive weeks. He has also qualified for 
the National Quality Award for good insurance service. 


salesman, is published 
here as a deserved 
recognition of the enduring 


contribution she and her 





husband are making toward 


the continuing growth and 


OUTLIVES POLICY—Henry J. 
Boyce (right) of Providence receives 
&@ $1,500 check on his 96th birthday 
from John L. Allen, Providence gener- 


al agent for John Hancock, for outliv- - 
ing his $1,000 life policy which matured THE MINNESOTA MUTUAL LIFE 
living graduate of Brown university, INSURANCE COMPANY 

has also collected through the years 

_. A cr —a Over 1 Billion Dollars of Insurance in Force 


as an endowment. Mr. Boyce, oldest 
SAINT PAUL 1, MINNESOTA 
almost twice the face value of a $5,000 


progress of this Company 
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PAN-AMERICAN’S 
CAREER CONTRACT, 


which stresses the com- 
pany’s philosophy of 
helping the best men 
make more money. To 
do this job, we furnish 
ample training, top- 
notch sales aids and 
individualized policies 
to meet individual 


needs, 


CRAWFORD H. ELLIS 
President 


EDWARD G. SIMMONS 
Executive Vice-President 


For information Address Bg. ental ERICAN 


CHARLES J. MESMAN 
LIFE INSURANCE CO 





KENNETH D. HAMER 


Superintendent of Agencies Vice-President & Agency Director 


a. 


NEW ORLEANS, U.S.A. 





THE COUNTRY’S MOST FRIENDLY COMPANY 
OFFERS... 


© Modern and attractive agent's and general agent's contracts to those looking 
for a permanent connection. 

© Complete line of Life Insurance policy contracts from birth to age 65 with full 
death benefit from age 0 on juvenile policy contracts. 


@ Complete line of Accident and Health policy contracts with lifetime benefits. 


@ Individual Family Hospitalization contracts with surgical, medical and nurse 
benefits. 


@ Complete substandard facilities. 
@ Educational program for fieldman. 


Strong, Progressive Company 
Older than 85%, of all legal reserve life 
insurance companies 


COMPANY'S EXPANSION PROGRAM OFFERS 
Openings in California, Illinois, Indiana, Kansas, Michigan, Minnesota, 
Missouri, Nebraska, New Jersey, North Dakota, Ohio and Wisconsin 


NORTH AMERICAN LIFE INSURANCE COMPANY 


OF CHICAGO 
C. G. ASHBROOK, EXECUTIVE VICE PRESIDENT 
NORTH AMERICAN BUILDING, CHICAGO 3, ILLINOIS 





National L. & A.'s 
In-Force Approaches 
$4 Billion Milestone 


National Life & Accident remains 
the largest insurer in the south on 
the basis of its insurance in force, 
which gained $291.7 million in 1954 to 
$3,917,000,000 or just short of $4 bil- 
lion. Assets increased slightly more 
than 10% to $526 million. 

The company, which had more than 
$226 million in bonds last year, re- 
ported none in default either as to 
principal or interest. With mortgages 
of more than $224 million, there has 
not been a foreclosure of a conven- 
tional loan in the past 12 years. 

Chairman Edwin W. Craig, address- 
ing stockholders, said, “In our busi- 
ness, the market is under-sold, wages 
should be stabilized at substantial 
levels, the necessity for life insurance 
must be recognized in every security 
plan, and economic expansion re- 
quirements incident to our high birth 
rate all add up to a dynamic market 
for our services.” 


Hill, Life of Va., Heads 
LUTC, Trustees Named 


Herbert R. Hill, manager of Life of 
Virginia in Richmond, has been elected 
president of Life 
Underwriter 
Training Council. } 
He succeeds Ed 
mund L. G. Zalin 
ski, vice-president § 
of New York Life. 

Other officers 
are Frank B. Ma- 
her, vice-president 
of John Hancock, 
vice - president; 
Charles J. Zim- 
merman, manag- 
ing director of Life 





Herbert R. Hill 
Insurance Agency Management Assn., 


secretary; Benjamin N. Woodson, 
president of American General Life, 
assistant secretary; Maxwell L. Hoff- 
man, comptroller of National Assn. 
of Life Underwriters, treasurer; and 
Lester O. Schriver, managing director 
of NALU, assistant treasurer. 

New trustees are Perry T. Carter, 
vice-president of Travelers; Deane C. 
Davis, president of National Life of 
Vermont; Howard Holderness, presi- 
dent of Jefferson Standard; Harry J. 
Stewart, president of West-Coast Life; 
and Chester T. Wardwell, general 
agent of Connecticut Mutual Life at 
Peoria, Il. 

Mr. Hill entered life insurance as a 
supervisor of Life of Virginia in 1929. 
He was graduated from LIAMA schools 
of agency management and training, 
and he is past president of the Rich- 
mond and Virginia associations, a past 
member of the board of General 
Agents & Managers Conference and 
has been a trustee of LUTC. Mr. 
Maher joined John Hancock in 1923 
as a clerk and became an agent in 
1926. He was in the field as assistant 
district manager, district supervisor 
and regional supervisor, and in 1941 
became superintendent of agencies at 
the home office. He became 2nd vice- 
president in 1951 and vice-president in 
charge of the district agency depart- 
ment in 1954. 


N. C. Pyramid Advances Law 


J. A. Law, vice-president of Pyramid 
Life of North Carolina, has been ad- 
vanced to executive vice-president. At 
the annual stockholders meeting, the 
group took action to increase the com- 


—— 


pany’s capital to $1 million by autho. 
izing the sale of 250,000 additiong 
shares of stock, subject to the approvg 
of tle Securities & Exchange Commis. 
sion, at $3.75 a share. The stock is ty 
be sold to present stockholders wit 
the right to subscribe based on stock 
of record of Mar. 1. 





Buffalo Life Council to Meet 
Buffalo Life Insurance Trust 4 
Banking Council will meet Feb. 2) 
The speaker will be Stuart E. Hample 
who is with the Buffalo office of the 
advertising firm of Batten, Barton 
Durstine & Osborn of New York City, 



















In Pacific Mutual’s 
SELECTION Process 


helped Arthur K. 
Coty (Los Angeles) 
determine that he 
could succeed, and 
opened the way for 
his meteoric rise to 
top rank standing 
in the Big Tree 
Leaders Club with- 
in his first year, and 
to production lead- 
ership of the W. W. 
Stewart General 
Agency—one of 
Pacific Mutual’s 
foremost — in his 
third year. 


Quality 
is the dominant 
objective in all of 
Pacific Mutual field 
procedures. 


Pacific 
Ste ic 
N 
Martuct 
LIFE INSURANCE COMPANY 
HOME OFFICE: LOS ANGELES, CALIF. 


LIFE Since 1868 + ACCIBENT since 1885 ° 
SIDKNESS Since 1904 * RETIREMENT PLANS Since 1919 
GROUP INSURANCE Since 1941 
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>»y author. Such talk is hurting the good name the bureaus do any adjudicating of more time than he should trying to 
additiong Asks Insurer-BBB of insurance and mantis should claims, but that it could help in mak- convince such claimants that he is just 
° APP Toval a . be given to take positive steps to re- ing it easier for individuals to under- and fair. And the records show he al- 
tock i Cooperation as Aid move any justifiable cause for criti- stand both what they can expect from lows many claims he should have 
ders wi 2 = cism, Mr. Breidenstein said. insurance and also what they have no turned down because of the high nui- 
on stod to P ublic Relations On the other hand, he admitted, right to claim. People lack information sance value of the claim or because of 
Friendly cooperation among in- there are large numbers of persons and frequently cannot understand why pressure from high placed persons or 
- who consider insurers fair prey, who the company turns down their claims. agents. 


surers, agents, adjusters and the Bet- 
ter Business Bureaus throughout the 


fake claims and fib in real claims to 
Adjusters 


Many such claimants feel the claim 
man is trying to save money for his 


Such payments are unfair to all of a 
company’s policyholders. How much 


Trus : insurance busi- increase their amounts. 1 aide 
Feb. of mig ye gia Be and public re- must be on the lookout for such peo- company or that he gets a percentage better it would be if insurance people 
Hample, ns, C. Lane Breidenstein, man- ple and must scrutinize every claim to on the amount he can reduce a claim. would only work with the BBB in a 
ce of the ee of the Fort Wayne Better Busi- determine whether it is bonafide and Many persons turn to the BBB for help project aimed at helping the public in 

Bare = Bureau, told Fort Wayne Insur- honestly presented. when such questions arise. clearing up confusion, Mr. Breiden- 
ok a : He said he was not suggesting that The claim man has to devote much stein commented. 


ance Adjusters at a meeting there. 

Pointing out that 127,087 persons 
went to Better Business Bureaus in 
1954 with questions about insurance, 
he emphasized that many people are 
unaware of the details of insurance 
and that the insurance commissioner’s 
office is set up to serve them. A great- 
er percentage know about the- BBB, so 
they go to them with their insurance 
problems. ; 

The BBB has no desire to take over 
the work of the commissioner, he said, 
put it does work closely with him and 
refers important problems to him. In- 
surance people who say they are al- 
ready regulated and controlled by the 
insurance commissioners and that they 
have their own associations so they 
don’t need the BBB to regulate them, 
too, do not understand the function of 
the BBB, he said. And they fail to take 
into consideration the amount of work 
presently done by the bureaus. 

Of the people who took problems to 
the BBB last year, 29,299 made in- 
quiries about life insurance, and 1,432 
made complaints; 26,426 made inquir- 
ies about casualty, and 3,113 made 
complaints; and in A&H there were 
66,484 questions, including 4,927 com- 
plaints. 

One angry claimant can cause more 
trouble than can be offset by a hun- 
dred satisfied policyholders, Mr. Brei- 
denstein said. The good name of insur- 
ance is also being injured by persons 
in high position who use the wrong 
words to talk about insurance. 








He told of one of his New York City 
associates who was talking with an ex- 
ecutive who is a partner in one of the 
nation’s largest commercial account- 
ing firms. The bureau representative 
mentioned that he was spending a 
good deal of his time on insurance 
problems and added to his companion 
that he probably knew how good in- 
surance really is. The accounting ex- 
ecutive replied that insurance was one 
of the biggest rackets there is. 


























says Mrs. Robert Jeszewski 
of Minneapolis, Minnesota 


“Selling insurance is no bed of roses, but the returns we’ve had 
have more than compensated for the ups and downs. 


“In fact, I’m happy my husband chose the insurance business. 
He genuinely enjoys his work, and that gives me a thoroughly secure 
feeling for the future. 


“Luckily, Bob didn’t need capital to start out in this business, 


so we’ve had a much greater chance to make a go of it than in some 
other profession. 

“TI give a lot of credit for Bob’s success to his downright persis- 
tence. If it hadn’t been for that, he might still be punching a time 
clock. Bob was discharged from the Army in 1945, and he held four 
different jobs in three years. He wanted to sell, and when he was 
offered a sales job in 1949 with the Arizona branch of the company 
he worked for, he was tempted to take it—even though he didn’t 
like to leave Minneapolis. 


“And that’s when a Minnesota Mutual agent paid us a lucky 
visit. Bob was so impressed with his sales presentation that he called 
up the company and asked for a job! You know the rest of the story — 
Bob’s been selling Minnesota Mutual insurance ever since. 


“Believe me, this business does have a good return on its invest- 
ment of hard work. It’s enabled Bob to give me many luxuries I 
might not otherwise have—treasured articles like my silverware, 
china, golf clubs—all earned on sales bonus plans. 

“All in all, I believe Bob has chosen the field of business where 
he has the best chance to build his own success and to find the most 
enjoyment doing just that.” 


This letter, written by the 


wife of a Minnesota Mutual 


Now only 32, Robert V. Jeszewski joined Minnesota Mutual in 1949 with 
no previous experience. His career scarcely begun, he has already set a 
true leader’s pace. He consistently ranks highly among candidates for the 
monthly “President's Dozen” listing of top company salesmen and in the 
"50 Club” for producing over $50,000 of new business each month. His 
insurance in force currently exceeds $1,869,800, and membership in the 
“App-A-Week Club” 125 consecutive weeks. He has also qualified for 
the National Quality Award for good insurance service. 


salesman, is published 


here as a deserved 


recognition of the enduring 


contribution she and her 


husband are making toward 





the continuing growth and 


OUTLIVES POLICY—Henry J. 
Boyce (right) of Providence receives 
&@ $1,500 check on his 96th birthday 
from John L. Allen, Providence gener- 
al agent for John Hancock, for outliv- 
ing his $1,000 life policy which matured 
as an endowment. Mr. Boyce, oldest 
living graduate of Brown university, 
has also collected through the years 
almost twice the face value of a $5,000 
annuity he purchased from John Han- 
cock in 1936. 


progress of this Company 








THE MINNESOTA MUTUAL LIFE 


INSURANCE COMPANY 
SAINT PAUL 1, MINNESOTA 
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No Wrong Numbers Here 


Detailed information plus fast, efficient service on any and 
all types of personal insurance protection is yours for the 
dialing. Simply call your nearest State Mutual agency. Our 
Company, founded in 1844, is one of very few life insurance 
companies licensed to write ordinary, non-can sickness and 
accident and group in all states and the District of Columbia. 


We accept, like and solicit brokerage and surplus business. 
Why not call or visit your nearest State Mutual office (there 
are more than 80 of them coast to coast) and take advantage 





——_—- 





———— 
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Three Leading General Agencies 


Million Dollar Producers 
Fred Bork, F.LC., St. Joseph, Michigan — $1,115,300 
Erwin H. Reinholtz, Lockport, New York — $1,040,890 


Clarence S. Marten, F.ILC., Appleton, Wisconsin — $1,039,500 
Mrs. June L. Park, F.I.C., Oakland, California — $1,038,250 


~~ Henry Poppe, Tulsa, Oklahoma — $1,025,360 
Harold W. Riess, Indianapolis, Indiana — $1,009,700 


Leading Agencies 
E. L. Weinrich, F.L.C., Rochester, Minnesota — $4,769,853 
A. H. Blankenburg, F.I.C., Appleton, Wisconsin — $4,382,630 
Carl J. Rennekamp, F.LC., Aurora, Illinois — $4,370,559 


Aid Association for Lutherans: 


Legal Reserve Fraternal Life Insurance 
Appleton, Wisconsin 


Home Office: 





Six Million Dollar Producers 





$75,000 Blaze Wrecks 


Dallas Insurance Club 

DALLAS—Fire wrecked the plush 
quarters of Insurance Club of Dallas 
and caused extensive water and smoke 
damage to the Adolphus hotel in which 
it is located. Damages have been esti- 
mated at more than $75,000, with the 
club’s loss placed at $20,000. All losses 
were covered. 

The fire broke out in a storage room 
behind the bar; the first flames seen 
were on a wall near an electric refrig- 
eration unit. The blaze was confined to 
the club’s quarters, and about 2,000 
guests and visitors at the hotel, who 
had been safely evacuated, were per- 
mitted to return to their rooms in 
about two hours. 





Bankers Life of Iowa 
Has All-Around Gains 


Bankers Life of Iowa made substan- 
tial gains in all operations in 1954, E. 
M. McConney, president, has an- 
nounced. New paid-for life totaled 
more than $412 million; assets in- 
creased by $56 million to $727,200,518, 
and life in force reached a new high 
of $2,226,338,963. Of the new business, 
ordinary totaled $155,191,067 and group 
life $257,119,414. Ordinary in force at 
the year end was $1,506,233,849, and 
group life $720,105,114. 

Benefits paid during 1954 were $57,- 
272,586. An additional $48 million was 
set aside for future payments, bringing 
reserves and other funds held for out- 
standing policies and contracts to more 
than $710 million. The rate of interest 
earned on invested assets after all in- 
vestment expenses, including $1,491,000 
of federal income taxes, was 3.31%, 
compared to 3.24% in 1953. 


Five Promoted by North 
American Life & Casualty 


North American Life & Casualty has 
recently made several changes. Carl 
Ernst who joined the company in 1942 
and has been manager in Milwaukee 
and St. Paul, was named director of 
the A&H department at the home of- 
fice. He is a _ past president of 
International Assn. of A&H Un- 
derwriters. He is succeeded at St. Paul 
by W. O. Johnson, who has held field 
and home office positions with the 
company. 

W. E. Sather, who has supervised 
many of the internal department oper- 
ations of the company since 1943, was 
named agency comptroller; Ray John- 
son, who joined the company in 1954 
after 15 years as special agent for the 
FBI, was named personnel and build- 
ing manager, and Robert Durenberger, 
formerly a field underwriter at St. 
Paul and more recently agency secre- 
tary of the home office, was appointed 
assistant director of training. 








Hays to American United 


H. L. Hays Jr., since 1948 with 
Southwestern Life at Abilene, Tex., 
has been appointed manager there for 
American United Life, succeeding 
Rufus J. Wheeler, who is retiring 
after 35 years at that city. Mr. Wheel- 
er will continue as a life insurance 
consultant. Mr. Hays entered the 
business with his father, Harvey L. 
Hays. The Abilene agency has moved 
to gd quarters at 2842 South 7th 
street. 


Boothby Tops Quota by 54% 


Mutual of New York’s Boothby agen- 
cy in Boston, established last May, ex- 
ceeded its 1954 quota by 54%, lead- 
ing the entire eastern division and be- 
~~ third nationally in relation to quo- 





Berkshire Life Sales 
Up to $46,573,003 


New life insurance sold by Berk- 
shire Life in 1954 totaled $46,573,003, 
Insurance in force rose $22,601,173 to 
$470,629,972. Assets increased $8,040,- 
620 to a new high of $155,602,209. Sur- 
plus and contingency funds amounted 
to $7,484,980, a gain of $648,419; pre. 
mium income was $14,575,996 and in- 
vestment income $5,401,738. 

Benefits of $8,809,544 represented 
$1,333,657 in annual dividends, $3,640,- 
716 in death claims, $2,452,879 in pay- 
ments to living policyholders exclu- 
sive of dividends, and $1,382,292 in 
annuity payments. 





Swanson Brothers Form 
Partnership at Chicago 


H. G. Swanson and his brother, 
Robert H., have formed a general 
agency partnership in Chicago for 
New England Mutual Life to be known 
as the Swanson agency. The agency 
was originally started by H. G. Swan- 
son in 1931, who began with Equitable 
Society. He subsequently became 
agency supervisor for Massachusetts 
Mutual and after four years joined 
Penn Mutual in 1928 as production 
manager, remaining in that position 
until he opened his own agency. 

Robert Swanson went with the 
agency in 1937, rejoining it in 1946 
after navy service. A CLU, he has 
been active in a supervisory capacity. 
The company held a luncheon at Chi- 
cago attended by some 200 life insur- 
ance men. On hand from the home of- 
fice were Warren Johnson of the agen- 
cy department, who acted as master of 
ceremonies, and Lambert Huppeler, 
agency vice-president. 





Security Mutual to Use 
Fine-Art Ads Again ’ 


Most of the 1955 consumer advertis- 
ing program of Security Mutual of 
Binghamton, N. Y., will consist of eight 
black and white ads and one full color 
spread. 

The illustrations, done by David 
Stone Martin, will appear only in the 
New York Times Sunday magazine. : 

Len Watson, advertising manager, 
said the technique of eliminating dis- 
play headlines and the conventional 
display signature or logotype is “ac- 
tually getting us greater readership 
than we had hoped for.” He said more 
than 3,600 letters from readers of com- 
pany ads last year proved the public 
prefers finer art in advertising. 





Equitable, Ia., Has Best January 

Equitable Life of Iowa’s January 
production set a new record for that 
month, the total of $10,564,110 repre- 
senting a gain of about 27%. The 
Townsend agency at Indianapolis was 
production leader. 








A well known Life insurance President needs 
a man Friday to do special assignments— 
contact insurance departments—represent 
him at association and rate regulatory meet- 
ings. This assistant should be under 40— 
have a good personality—be sales minded— 
be able to generate ideas and make deci- 
sions. For a man with these specifications 
there is a place in the official family. Starting 
salary $10,000 to $15,000. If you feel you can 
fill this position send your qualifications con- 
fidentially to 


FERGASON PERSONNEL 


330 S. Wells Street Chicago 6, Illinois 
HArrison 7-9040 
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Shenandoah Has 17.2% 
Rise in Ordinary Sales 


Shenandoah Life hopes to complete 
mutualization this year, President 
Paul C. Buford told stockholders in 
reporting on 1954 business. Ordinary 
sales increased 17.2% over 1953. 
Ordinary in force, rising $8,559,968 
to $167,421,346, and group, rising $85,- 
863,577 to $316,240,298, brought total 
insurance in force to $483,661,644. As- 
sets gained $2,748,069 to a new high of 
$41,559,709. 





Institute CLU Scholarship 


Honors Paul Speicher 


A scholarship to be awarded annual- 
ly to a full-time teacher of insurance 
who is a CLU has been established in 
the CLU Institute by American Society 
of CLU in memory of the late Paul 
Speicher, president of Insurance R&R. 
The scholarship fund consists of gifts 
from friends and relatives of Mr. 
Speicher. 

Candidates will be judged by an 
awards committee set up as a subcom- 
mittee of the institute board. 

They will be requested to indicate 
their availability before a specific date 
each year. A number of candidates 
now are under consideration for the 
first award. 

The scholarship, to run for a period 
of years, will be for tuition and ex- 
penses in attending the institute, held 
each summer. 





Second Report on Major 
Medical Study Issued 


Bureau of A&H Underwriters has 
released its further study on major 
medical expense insurance as written 
on an individual and family basis. The 
study is in the form of a supplement to 
the bureau’s original study issued in 
September. 

The original study was based on a 
survey conducted by the major medical 
subcommittee of the bureau under the 
chairmanship of Robert E. Ryan of 
Royal-Liverpool. Its purpose was to 
determine the current trends in the 
writing of the coverage. The new study 
is a continuation of this survey. It adds 
to the list of individual major medical 
insurers five companies newly in the 
field. It presents a comprehensively de- 
tailed two section review of the five 
new programs with an accompanying 
chart resume of the coverages. 


7 General Agents Win 
Fidelity Mutual Awards 


Fidelity Mutual Life presented seven 
general agents with its 1954 agency 
building award at a conference in 
Philadelphia. 

Recipients were J. T. Flanagan, Jr., 
Philadelphia; G. A. Hatzes, Washing- 
ton, and E. H. Meyers, Jr., Detroit, 
who have received the award continu- 
ously since 1951; George N. G. N. Cha- 
ruhas, Miami, and W. G. Pierce, Phila- 
delphia, who now have two awards, 
and G. W. Kenney, Jr., Los Angeles, 
and H. N. Lyon, Oakland, first-time 
winners. 


Win Conservation Awards 


The following general agencies of 
Connecticut Mutual have been 
awarded conservation certificates for 
outstanding work in maintaining in- 
surance in force during 1954: Ingwer- 
sen, Albuquerque; Welch, Birming- 
ham; O’Bannon, Buffalo; Kail, Cleve- 
land; Fisher, Des Moines; Remien, 
Grand Rapids; Taylor, Oakland, Cal.; 
Beiriger, Rockford, Ill., and Hummel, 
South Bend. The Grand Rapids agen- 
cy has received the award for 16 years, 
14 of them consecutive. 





State Mutual Has Group Changes 

Changes involving home office 
group representatives of State Mutual 
Life include the appointment of Rich- 
ard Campbell, formerly with John 


Hancock, at Chicago, and Alden M. 
Hammond, formerly in the home office 
group underwriting department, and 
Stanwood G. Ladd, formerly at De- 
troit, at Boston. 


Fugat to General American 


General American Life has appointed 
William C. Fugat general agent at 
Dodge City, Kan. He has been with 
Prudential there for five years. 








Names H. A. Anderson at S. F. 
Continental Assurance has named 

Herman A. Anderson assistant mana- 

ger at San Francisco. He has been in 


1954 Banner Year for 
Midland Mutual Life 


Substantial gains in virtually all op- 
erations during 1954 have been re- 
ported by President C. O. Sullivan of 
Midland Mutual Life. New insurance 
paid for totalled $32,938,256. Assets as 
of Dec. 31 were $85,155,610 and insur- 
ance in force was $278,249,834. Bene- 
fit payments were $4,121,572, bringing 
such payments since the company be- 
gan business in 1906 to $78,574,121. 





New York Life has made a long term 
mortgage loan of $9% million toward 


construction of the Grand Central 
building on Third avenue between 44th 
and 45th streets in New York City. 
The 19-story office structure is ex- 
pected to be completed in 1956. 


Mrs. Sheffield a Director 


Mrs. George Sheffield has been 
elected a director of Life of Georgia, 
succeeding her late husband, who also 
was secretary. 








Olsen Assists Darryl Watters 

William Olsen has been named as- 
sistant to Darryl Watters, director of 
the agency license division of the Mich- 
igan department. 


insurance for several years. 


MONY MODULE 


provides 


“Big Business” Employee Benefits 


for smaller employee groups 


New plan offers 
comprehensive benefits 
at low cost 


Now, for the first time, firms with as few as 10 
employees can have a comprehensive employee 
benefit plan that provides ‘“‘big business’’ benefits, 
but at a price the smaller business can afford. 


A good employee benefit plan is one of the most 
important assets of any company. It keeps morale 
high, attracts and holds better employees, reduces 
costly turnover, and gives workers a feeling that 
they count as individuals, all of which is good for 
productivity ...and profits. 


Until the invention of MONY MODULE, there was no 
comprehensive plan specially designed for small 
groups. Group insurance, group annuities or trust 
funds—as conventionally used by larger organiza- 
tions—do not adequately meet the need in a 
smaller firm. And retirement plans generally used 
for small groups are often inflexible and expensive. 


Now, with MONY MODULE, the smaller business can 
meet the larger companies on their own ground— 





MONY MODULE is a completely new idea in 
employee benefit planning. It is a ‘“‘build-your- 
own, unit-by-unit”” plan which offers in one 
package various combinations of: 


1. Retirement pension for the employee 

2. Death benefits for his dependents 

3. Income to his widow to supplement Social 
Security 

4. Disability income for the employee 


5. Hospital and surgical benefits for the em- 
ployee and his family 


A unique advantage of MONY MODULE is that 
pensions can be provided for older employees 
who are near retirement at the time the plan 
is purchased without initial heavy investment. 














offer employee benefits even more attractive than 
those the competition offers, at a special low cost! 


ELECTRONIC “BRAIN” HELPS MAKE 
MONY MODULE POSSIBLE 


New electronic equipment performs the thousands 
of actuarial calculations and complex “‘paper work” 
of this amazingly flexible plan so speedily that 
Mutual Of New York can pass on to employers the 
resulting savings and benefits. 


NOTE: Variations may be necessary to meet existing requirements in certain states. 


+ 


Mora Or New Yorx 


“FIRST IN AMERICA” 


The Mutual Life lasurance Company of New York, Broadway at 55th Street, New York 19, N.Y. 


WEATHER STAR SIGNALS 
ATOP OUR HOME OFFICE 


ere eee Fair 
Orange... 22.2000. Cloudy 
Orange flashing....... Rain 
White flashing....... Snow 





Life, accident and sickness insurance, and retirement plans... for employee groups and for individuals. 
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Hospitalization 
Brokerage PLUS: One of the most advanced agents 
Reinsurance training programs in the nation... 





Supervised offices ... Trained Group 
men to assist agents . . . An alert 
Underwriting and home office staff... 





Top commissions. 


REPUBLIC NATIONAL LIFE 


Theo. P. Beasley, President 


INSURANCE COMPANY 


Home Office, Dallas 































T.L.C.—A Meaningful 


Policy Name for a 
Brand-New Atlantic Contract 


One of the most favorable ordinary life 
contracts available has just been offered 
by Atlantic Life. It is called T.L.C.— 
True Low Cost—Total Life Coverage. 


In spite of low premium rates the T.L.C. 
is a standard ordinary life policy with 
usual underwriting requirements. Pre- 
miums are level; all riders are avail- 
able, and coverage is not reduced in later 
years. 


Full commissions are paid 
on the T.L.C. 









INSURANCE COMPANY 
HOME OFFICE: Richmond, Virginia 


Oe lre than «Staff Contury of Sowvce 





John Hancock New 
Business Record Set 


John Hancock crossed the $4 billion 
dollar mark in assets and paid benefits 
of more than $1 million every working 
day in 1954. Payments to living policy- 
holders amounted to more than $198 
million, and the beneficiaries of more 
than 65,000 policyholders received $87 
million. Total benefits of more than 
$285 million paid during the year 
were $30 million more than in 1953. 
Living policyholders payments included 
$41 million in A&H; $21 million in ma- 
tured endowments; nearly $21 million 
in annuity benefits; $46 million in sur- 
render benefits; and dividends amount- 
ing to $69 million. 

Total life in force, covering 9,300,- 
000 policyholders, amounted to $15,- 
832,000,000, increase 8%. Ordinary life 
in force was $8,635,983,000, group was 
$4,313,524,000, and industrial amounted 
to $2,882,782,000. 

New paid-for life during the year 
amounted to nearly $2 billion, the 
largest amount in the history of the 
company. For the second year, sales 
of ordinary exceeded $1 billion, new 
group reached a record $637 million, 
and new industrial issue amounted to 
$292 million. 

Assets of the company amounted to 
$4,232,744,000, increase 10%. Of the 
company’s investment of $854 million 
in mortgage loans, 69% represents 
financing of homes. Commercial and 
industrial loans comprise 12%, and 
farm loans 19% of the total. 

Policy loans and liens of $112 mil- 
lion were in the aggregate $10 million 
higher than a year ago, but comprised 
only 2.65% of total assets, a new low 
ratio. 

The company invested $556 million 
at an average gross yield of 4.13%, 
which compares with a yield of 4.28% 
the previous year. The net rate of in- 
terest earned on total invested funds, 
after deducting all investment ex- 
penses except federal income tax was 
3.38%, compared with 3.29%. Net in- 
vestment gains from all sources aggre- 
gated $69 million. 

Obligations and contingency reserves 
were $3,926,551,000 and general sur- 
plus was $306,192,000, 7.95% of the 
obligations it protects. 





450 Educators to Study 


Finances in Workshops 


Financial workshops will be run at 
11 universities this summer for 450 
educators who will study under schol- 
arships sponsored for the sixth consec- 
utive year by the National Committee 
for Education in Family Finance, 
which receives its major support from 
the Institute of Life Insurance. 

The workshops, whose participants 
also do “laboratory” work by develop- 
ing special materials or projects for 
use in their own school systems, are 
part of a program aimed at giving 
young people in schools and colleges 
accurate and useful instruction in the 
management of personal and family 
finances. 

Educational institutions. that will 
offer the workshops this summer are 
Southern Methodist, UCLA, Miami 
university of Oxford, O., Syracuse uni- 
versity and the Universities of Penn- 
sylvania, Connecticut, Denver, Florida, 
Oregon, Virginia and Wisconsin. 


Top Empire L. & A. Changes Made 


Joseph I. Cummings has been elected 
president of Empire L. & A. of Indiana, 
succeeding James M. Drake who be- 
comes chairman. 

Robert B. Rhoads, Jr. has been ad- 
vanced from vice-president to execu- 





tive vice-president, Kenneth E. Yates 
from vice-president to vice-president 
and agency manager, Fred S. Smith 
from comptroller to vice-president and 
administrative officer and J. Louis 
Smith from assistant treasurer to 
comptroller. 

Mr. Cummings, who is secretary of 
Life Insurers Conference, has been 
with the company since 1937. Mr. 
Drake, one of the founders of the com- 
pany in 1908, has served as president 
since 1936. 


Union Central Life Has 
Production Drive in 
January; 57% Gain 


In a special sales campaign con- 
ducted this January, Union Centra] 
Life showed a 57% gain in ordinary 
over the same month of 1954. Ordinary 
totaled $14,577,819 and group with $8,- 
510,369, also showed a gain over 1954, 
bringing the total of both for the month 
to $23,088,188, the net increase being 
33%. This is the first time the company 
has run a sales campaign for the first 
month of a year. 

Based on the “Beat the Clock” 
theme, the campaign provided that 
each agency, and each agent, should 
pay for 25% more than last January 
or 25% more than the average month 
of last year, whichever was greater. 
Thirty-three agencies, and 67 individ- 
ual underwriters succeeded in “Beat- 
ing the Clock.” 

Qualifying in a special classification 
were 27 agents, each of whom paid for 
$100,000 or more during the month. 
As a result, 35 agents are currently 
on schedule for $1 million production 
in 1955, and 83 on schedule to qualify 
for the company’s 1956 $500,000 Club 
convention at the Hollywood Beach 
hotel, Fla. 





Workers’ Life Span Nears 


Three Score and Ten 


The average length of life of Amer- 
ica’s wage-earners and their families 
climbed to within a 10th of a year of 
the Biblical three score and 10, accord- 
ing to mortality in 1954, statisticians of 
Metropolitan Life report. The average 
length of life of these persons is now 
69.9 years, a year greater than that for 
1953 and 544 years above that of a de- 
cade ago. Improvement has been more 
rapid for industrial policyholders than 
for the general population of the U. S. 
In 1911-1912 the average length of 
life among these insured was 46.6 
years, about 6% years less than that 
for the population as a whole, and 
now the two are on a par. 





Cal.-Western Names Marsh 


Richard W. Marsh has been ap- 
pointed to the new post of director 
of advertising and sales promotion for 
California-Western States Life. 

Formerly assistant manager of the 
Sacramento: chamber of commerce, 
Mr. Marsh had earlier experience in 
advertising agency work at Chatta- 
nooga, Tenn., and Tampa, Fla. In addi- 
tion to sales promotion, publicity and 
advertising responsibilities, he will 
edit El Capitan, the company’s month- 
ly field publication. 





Push Non-can Income Plan 


Educators Mutual of Lancaster, Pa., 
has launched a six-month campaign to 
promote its non-cancellable, guaran- 
teed renewable income protection poli- 
cy. Agents will compete for paid vaca- 
tions. The company soon will introduce 
a similar policy for women. 





Smerling Agency to Move 


Connecticut General’s Smerling 
agency, New York City, will move to- 
wards the end of February to 295 Mad- 
ison avenue. William C. Smerling is 
manager. 
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| Aetna Life Promotes 


17 At Home Office 


Aetna Life promoted nine officers 
and named eight new officers at a 
meeting at which Frederick B. Rent- 
schler, chairman of United Aircraft 
Corp., was elected a director of the 
group. 

John A. Blanchfield and Donald E. 
Hanson were promoted to assistant 
vice-president; Edward H. Warner to 
vice-president of the mortgage loan 
department; and Lawrence M. Cathles 
Jr. to assistant vice-president of the 
group division. . 

Arwood Henderson, G. Albert Law- 
ton, Roe A. Maier and Edwin H. Snow 
were advanced to director of agencies, 
and Timothy W. Goodrich 2nd was 
named assistant secretary. 

New officers appointed included 
Mrs. Arline P. Downs, who was named 
welfare officer, the second woman 
ever to be appointed an officer of the 
company. 

Others appointed were Raymond J. 
McNamara and F. Gilbert Swanson 
to assistant actuary; Gordon N. Far- 
quar and David M. Irwin to assistant 
secretary of the group division; and 
Harold E. Ross, assistant manager of 
the mortgage loan department. 

Hale E. Caswell and Charles H. 
Knoll were named assistant cashiers 
of all companies of Aetna Life Affili- 
ated Cos. 

Mr. Blanchfield has been engaged in 
claim work since joining the company 
31 years ago and was assistant super- 
intendent and superintendent of the 
life claim division before being ap- 
pointed assistant secretary of the life 
claim division in 1939. He later was 
advanced to assistant secretary of the 
life department and three years ago 
was promoted to assistant secretary of 
the company. He is a former presi- 
dent of International Life Claim Assn. 


Mr. Hanson joined the company in 
1926 and was assigned as a group 
representative at Cleveland, where he 
rose to associate general agent and 
later became a partner in the general 
agency. In 1947 he went to the home 
office as assistant superintendent of 
agencies and was promoted to super- 
intendent of agencies in 1948 and di- 
rector of agencies two years ago. 

Mr. Warner joined the company in 
1922 and has spent his entire career 
in the mortgage loan department. In 
1940 he was appointed assistant man- 
ager and six years later was advanced 
to manager, being promoted to assist- 
ant vice-president in 1949. 

Mr. Cathles went with the company 
in 1935 and after managerial experi- 
ence at several group field offices 
went to the home office in 1948. The 
next year he was made assistant sec- 
retary of the group division and three 
years ago was promoted to secretary. 

Mr. Henderson joined the company 
in 1943. After three years as acting 
general agent at Columbia, S.C., he 
went to the home office and was named 
field supervisor in 1947. He was then 
advanced to assistant superintendent 
of agencies and in 1953 became super- 
intendent of agencies. 

Mr. Lawson joined the company in 
1939 and after field experience in 
Cleveland went to the home office in 
1943, being appointed field supervisor 
three years later. In 1949, he was pro- 
moted to assistant superintendent of 
agencies and, in 1950, went to New 
Haven as general agent. Last year he 
returned to the home office as super- 
intendent of agencies. 

Mr. Maier went with the company 


in 1923 as a member of the homebefore joining the company in 1946 


office life underwriting department. 
He later went to the New York gen- 
eral agency as brokerage supervisor 
and for seven years was _ assistant 
general agent at Detroit. In 1949 he 
returned to the home office as assist- 
ant superintendent of agencies and 
two years ago advanced to superin- 
tendent of agencies. 

Mr. Snow joined the company in 
1931 and after field experience went to 
the home office and subsequently was 
appointed field supervisor. He went to 
Des Moines as general agent, but re- 
turned to the home office in 1950 as 
assistant superintendent of agencies 
and was promoted to superintendent 
of agencies two years ago. 

Mr. Goodrich has been with the com- 
pany since 1930. After experience in 
the life claim and personnel depart- 
ment, he went to the policy loan, policy 
dividend, renewal and addressograph 
departments and in 1951 was appointed 
assistant secretary of the life depart- 
ment. 

Mrs. Downs was a head nurse at 
Hartford Hospital School of Nursing 


as visiting nurse. 

Mr. McNamara joined Aetna Life in 
1950. He is a fellow of Society of Actu- 
aries. Mr. Swanson joined the com- 
pany in 1940 and became a fellow of 
Society of Actuaries in 1952. Mr. Far- 
quar became a group representative at 
the Hartford general agency in 1948 
and later was transferred to the home 
office. 

Mr. Irwin joined the company in 
1947 and became an associate of 
Society of Actuaries in 1951 and last 
year was named supervisor of the 
group control department. Mr. Ross 
has been a field supervisor for the 
past several years. 

Mr. Caswell joined the organization 
in 1923 and has always been in the 
cashier’s department. Mr. Knoll has 
been with the organization for 40 years 
in the cashier’s department. 


H. W. Cochrun in New Post 
Herbert W. Cochrun has been ap- 
pointed manager of the new life and 
A&H department of the Seibert-Kreck 
agency at Akron, O. He formerly was 
with Connecticut General Life there. 





Manhattan Life New 


Business Sets Record 
New paid-for life written in 1954 
by Manhattan Life set a record for 
the company as did its year-end in- 
surance in force and admitted assets. 
New paid for business, all lines, was 
$132,744,466, compared with $90,600,- 
606, including revivals and increases. 
In force was $511,032,061, compared 
with $415,966,673. The gain was the 
largest ever achieved by the company 
in a year. Admitted assets reached 
$90,330,880, compared with $82,176,- 
077. Premium income was $16,173,238, 
compared with $14,431,043. Payments 
to policyholders and beneficiaries were 
$7,713,880, compared with $6,420,117. 





Hoosiers Hear Panel 


Indiana Home Office Underwriters 
Assn. at its February meeting in In- 
dianapolis heard a panel discussion 
of various problems. Moderater was 
R. S. Worden, Lafayette Life. Panel- 
ists were Richard Veazey, Indianapolis 
Life; Frank Whitbread, Lincoln Na- 
tional, and Robert McDermond, 


College Life. 
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ALL OUR POLICIES 
ARE SPECIAL f 


W. think all our policies are pretty “special”. Re- 
gardless of size or plan, each policy is designed to 
do a certain job, — to fill a certain need based on 
the policyholder’s situation, — and that’s the way 


we like to sell life insurance to people. 


THE 


NATIONAL LIFE 
AND ACCIDENT 


INSURANCE COMPANY 


HOME OFFICE NASHVILLE, TENNESSEE 
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aces 


Every company has its aces...its crackerjacks... 
its star producers. And similarly, every company has its 
agents...the men who are regular, consistent producers 
with few peaks or valleys...and no slumps. They are 
the men who offset the peaks and valleys of the aces. 
We have our share of both... bless ‘em... because both 
are important to the steady growth of a company. 

Today, it is important to have a good number 
of aces and agents in the field...and we're happy to 
say we have succeeded. Over the past few years, the 
Capitol Life has developed a field force made up of 
consistent, high quality producers... aces and agents 
alike. To do this, we have had to set high standards for 
new men as well as the present field force. If you can 
meet these company standards, we can help assure your 
success in the business. Because, when you join the 
Capitol Life, you will enjoy better than average first 


year commissions, liberal bonuses, effective sales train- 
ing, and an attractive company pension plan. You will 
also enjoy the use of proven sales aids in selling com- 
petitive and exclusive contracts. This combined with an 
intimate, helpful relationship with the Home Office, will 
return the success you have a right to expect. Just ask 
any Capitol Life representative. 


Agency and 

field underwriting 
opportunities 
available to men 
residing in the 

15 Western States 


WRITE: Thomas F. 
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Daly I, 


Ca spitol Life 


: ELTINSURANCE COMPANY 
DENVER, COLORADO 
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Vice President and Director of Agencies. 

















Insurance Business and 
Legislators Talk Over 
A&H Problems in N. C., Ga. 


Moving to head off some of the harsh 
legislation which has been introduced 
in the North Carolina legislature, A&H 
underwriters have proposed that a sub- 
committee seek to draw up package 
legislation designed to “remove the 
rotten apples from the barrel’? in the 
business. Banks Arendell, Raleigh law- 
yer, representing Bureau of A&H Un- 
derwriters and H&A _ Underwriters 
Assn., made the suggestion to the sen- 
ate insurance committee. 

He told the committee the organiza- 
tions were unalterably opposed to leg- 
islation now pending which would re- 
quire companies to give a period of 
notice before cancelling a policy on ac- 
count of deterioration of the health of 
the policyholder. This proposal would 
also state that after a policy had been 
in effect for three years the company 
could not cancel until benefits paid at 
least equalled the premiums paid on 
the policy. This would create a type of 
policy somewhere between the present 
cancellable and the non-can forms and 
would have the effect of eliminating 
low-cost A&H, he said. 

The organizations are also opposing 
a bill which would prohibit an exclu- 
sion for pre-existing conditions in pol- 
icies sold to persons more than 65 years 
old. This, he said, would have the ef- 
fect of prohibiting all future sales of 
A&H to anyone over 65. 

They do look with favor, however, 
on other pending legislation, such as 
bills which would provide for policing 
the agents, require agents to post bonds 
against misrepresentation of policies, 
require medical examinations before 
issuance of policies and reduce the 
three-year discovery period for pre- 
existing conditions to two years. 

Rep. Blue, who proposed the bill 
which required a period of notice be- 
fore the cancellation of a policy, said 
he was going to press for approval of 
it without changes. R. J. Jones, rep- 
resenting Pilot Life, said his company 
would be forced to withdraw from this 
line of A&H if the bill passes. 

Mr. Arendell said his organizations 
are considering legislation of their own. 
For instance, they are talking of a bill 
which would give a prospect a 10-day 
period to look over the policy before 
it went into effect. They are also con- 
sidering legislation which would re- 
quire that a photostat of the applica- 
tion be attached to the policy. 

A bill requiring the photostat was 
subsequently introduced by Rep. 
Thomas, who said it had been sug- 
gested by an insurance agent and was 
designed to avoid mistakes in appli- 
cations so that the policy would not be- 
come invalid after a mistake was dis- 
covered. 

Mr. Arendell said the companies are 
in favor of bills, which have been in- 
troduced but which are not yet before 
the senate, requiring that exclusion 
clauses be printed in large type. 

During the hearing, questions from 
insurance committee members _indi- 
cated they are inclined to favor legis- 
lation somewhat tougher than the bus- 
iness contemplates. A suggestion was 
made that a premiums tax be placed 
on out-of-state companies on the theo- 
ry these are the ones whose cancella- 
tions are causing the most trouble. But 
Commissioner Gold said that would in- 
vite retaliatory taxes in other states. 
It was also suggested that the names 
of the 10 companies with the most can- 
cellations during each quarter be pub- 
lished. 

Sen. Blythe told the company repre- 
sentatives he was deeply concerned 
because some of the companies are not 
paying hospital claims promptly, and 
Sen. James said that in his county some 
of the companies were discriminating 
against Negroes and refusing to sell 
them non-cancellable policies. 

Meanwhile, in Georgia, after a hear- 


—<—<—<—<—— 


ing on proposed legislation to prevent 
cancellation of A&H policies, the sen. 
ate insurance committee decided to 
withhold action while it asked the in. 
surance business to submit recommen. 
dations on how cancellation can be 
policed by the business. 





Lutheran Mutual Issues 


Three New Coverages 


Lutheran Mutual Life is issuing new 
ordinary and life paid up at age 85 
policies and has brought out a family 
income or mortgage protection rider, 

The new ordinary policy, featuring 
a lower premium and lower net cost, 
will be issued in a minimum of $10,- 
000. Underwriting requirements are 
higher than for other policies issued, 

The life paid-up at age 85 policy 
replaces the company’s old ordingsy 
life policy. Premiums are lower up to 
and including age 53. Minimum amount 
is $500 and the maximum is $4,500 to 
age 60 and $9,500 from age 61 to 65. 

The new rider, termed the family 
security agreement, may be attached 
to any whole life or endowment poli- 
cy except single premium policies, 
Coverage may be for 10, 15 or 20 years 
and for a monthly income of $10 or 
$20 per $1,000 face amount of basic 
policy. Face value of the basic policy 
is available to beneficiary at the time 
of claim rather than at the end of the 
income period. 


Pa. Welfare Fund Bill 


Examination of employe welfare 
funds by Pennsylvania insurance de- 
partment has been proposed in a state 
senate bill. It would require registra- 
tion of all such funds with the depart- 
ment within 90 days after their organ- 
ization. The commissioner could ex- 
amine the funds as often as he deems 
it expedient except those administered 
by corporate trustees which are ex- 
amined by the department of banking 
and comptroller of currency. 

The bill provides a fine of $500 or 
60 days imprisonment, or both, for 
failure to comply with the law. 


Schott Agency Wins Cup 





The Schott agency of Phoenix Mu- 
tual Life at Chicago has won the direc- 
tors’ cup for its 1954 record of sales 
Paid business of the 


and _ services. 








Robert K. Schott, Phoenix Mutual 
Life manager at Chicago, right, is 
shown receiving a trophy from Clifford 
L. Morse, secretary and director of 
agencies, to mark the agency’s winning 
of the company’s Director’s Cup for 
1954. 


agency, managed by Robert K. Schott, 
rose 21% over 1953 to a new high. 
The presentation of the cup was made 
by Clifford L. Morse, director of agen- 
cies, and William L. Hunt, superin- 
tendent of midwest agencies. 

Mr. Schott, who is immediate past 
president of Chicago CLU chapter, 
came to Chicago in 1946. Previously 
he was manager for the company at 
Springfield, Mass. 
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event Atlantic Life Names Sharp, Confederation Appoints in 
en. ° ° ° 
ied to | Hubbard at Richmond, Va.  H.O., Canadian, U. S. Fields 
‘he in. Atlantic Life has appointed Horace Confederation Life has made the 
nmen- | ¢ Sharp, manager for Virginia since following changes in the home office 
an be | 4942, and James KR. Hubbard, former- and the field: 
ly with Massachusetts Mutual at Rich- F. B. Brooks-Hill and A. J. Trusler 
mond, manager and assistant manager, have been appointed associate treas- 
respectively, of the ordinary division urers, R. E. Malone has been named 
assistant treasurer, C. R. Scarrott su- 
perintendent of group sales, G. A. Pa- 
quet director of field training, D. M. 
g new Fortune field training supervisor, D. E. 
ge 85 Watts assistant actuary. S. M. Farwell 
family and W. R. Learmonth become assistant 
rider, solicitors, and P. Burns has been ap- 
turing pointed supervisor of planning. 
t Cost, In the Canadian field, D. F. Chubb, 
$10,- formerly manager at St. Catherine’s, 
S are succeeds J. J. Farmer, retiring as man- 
ssued, ager at Ottawa. Mr. Chubb is suc- 
policy ceeded at St. Catherine’s by T. E. 
linary Wright, formerly district manager at 
up to Brandon. W. J. Farnsworth, formerly 
nount Horace F. Sharp James E. Hubbard at Victoria, becomes acting manager 
00 to : at New Westminster, succeeding F. P. 
> 65. at Richmond. New quarters have been Price, who has returned to personal 
amily | prepared for the agency at 306 East production. E. G. Devlin, formerly No need 
ached Main street. ; manager at Venezuela, has been ap- 
poli- Mr. Sharp joined the company in the pointed manager of the new Toronto- to grope for 
licies home office in 1909. He was assistant Bay branch. : 
years | secretary before becoming president of — In the U. S. field, R. H. Kay, for- the right group 
10 or | Atlantic Agency, Inc., in 1929. He is merly district manager at Cleveland, lan to offer 
basic | past president of Life Agency Man- has been appointed manager of a new P 
olicy | agers Assn. of Richmond and Virginia branch at Toledo. The Philadelphia clients. Occidental’s 
time | Assn. of Life Underwriters. Mr. Hub- division becomes Philadelphia-city : ; 
f the | pard joined Massachusetts Mutual in under A. B. Adam and Philadelphia- Concise Guide puts 
1948 and was supervisor at Richmond suburban under J. P. O’Connor Jr. 
prior to going with Atlantic Life. ae a complete run-down 
Cantwell Heads New Office on coverages, benefits 
Insurers to Take Part : ; 
fare | ‘ : of Occidental, Name Others and costs at your 
2» de- | in Electronics Meeting pais ' eee 
stale , Occidental Life of California has ap- finger-tips. It’s a read 
nan: The use of electronic data processing pointed Thomas R. Cantwell manager . y 
part. | machines in insurance will be dis- of a new office in the Westchester dis- reference to more 
-gan- cussed by Robert F. Rosenzweig, pro- trict of Los Angeles and has named 
ex. | grammer of Allstate, and Harold F. Calvin G. Sleeman assistant manager commission dollars. 
eems | Hatch, associate controller of John at Detroit and Leslie E. Stewart Jr. ; : : 
tered Hancock, at the special electronics brokerage manager at Nashville. Available at all Occidental offices. 
xe conference sponsored by American Mr. Cantwell joined Occidental at 
nine | Management Assn. Feb. 28 to Mar. 2 Los Angeles in 1953. He was an ex- 
8 in New York City. — aminer for the Ohio department in 
0 or Speaking on the final day of the 1945 and 1946 and was an agent for 
for conference, Mr. Rosenzweig will talk Prudential and New England Mutual 
| on the application of the electrodata for more than three years. 
' system with the use of the medium Mr. Sleeman for three years was 
sized digital computer and Mr. Hatch an agent for Metropolitan and Mr. 
will explain the application of the IBM Stewart formerly was supervisor at 
M 650 and how the first IBM magnetic Nashville for Equitable of Iowa. 
MuU- drum calculator is used for mortgage 
vd loan accounting, agents’ commission Tobey, Morse in Group Posts 
“— accounting and other statistics. General American Life has enlarged 





Top Award to Hawaii 6th Time 

In 1954 for the sixth consecutive 
year the Mid-Pacific agency of Hawaii 
won the Pacific National Life Presi- 
dent’s Cup. The award is based on pro- 
duction, new manpower and all-around 
excellence. 


its Detroit group office with the trans- 
fer there from Pittsburgh of Ronald 
E. Tobey and has assigned David B. 
Morse to the Birmingham, Ala. group 
office. Mr. Tobey has been with the 
company since 1953 and Mr. Morse has 
been in the home office for about a 
year. 


HOME OFFICE: Los Angeles 


















WANTED: HOME OFFICE AGENCY SECRETARY 


For life insurance company with home offices in Chicago. The man wanted: 


Should be: 
Should have: 


Between 25 and 35 years old. 
College training desirable but not essential. 


Genuine liking for working with sales people. 

3 to 5 years in life or general insurance work, including: 
General knowledge of agents’ contracts. 
Experience as sales correspondent. 
Administrative ability and experience. 


of These qualifications are flexible, naturally. If you are interested; if you believe you are qualified, and believe your ability exceeds your 
- present opportunity, please write or call: 
Alexander MacArthur, Vice President 

eh 
_ CENTRAL STANDARD LIFE 
2 Fran (W05 — INSURANCE COMPANY 
~ 211 W. Wacker Dr. Chicago 6 

at 


XUM 
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Lawyers Willing to Learn from Life Men 


For many years life insurance men 
have been listening to talks by lawyers 
on estate matters, but there is a new 
development indicating that at least 
some life insurance agents are so well 
versed in estate planning problems that 
lawyers are glad to learn from them. 

A specific case was the estate plan- 
ning meeting of a Bergen County 
(N.J.) Bar Assn. This was run by 
Samuel L. Zeigen, general agent of 
Provident Mutual in New York City 
and president of the New York City 
CLU chapter. Mr. Zeigen moder- 
ated a panel at this meeting and was 
asked to select the speakers. 

Chief Justice Arthur T. Vanderbilt 
of the New Jersey supreme court pre- 
sided over the meeting and the response 
from the audience and in the press 
was extremely favorable. 

Commenting on this in the current 
issue of the Forerunner, official publi- 
cation of the New York City chapter, 
the editor, Harry Phillips of Penn 
Mutual, remarked that the fact that a 
life agent could bring information to 
attorneys on subjects familiarly as- 
sumed to be lawyers’ prerogatives 
provides much food for thought. 

“Too many life underwriters are 
actually awed by lawyers,” Mr. Phillips 
states. “They fail to recognize that the 
average lawyer is a busy general prac- 
titioner. Many lawyers have corporate 
clients exclusively and devote almost 


no time to the field of estate planning. 
Naturally, there are a few estate plan- 
ning specialists who are completely 
familiar with all aspects of estate plan- 
ning. However, to the average attor- 
ney, the underwriter must explain that 
because he has made a study of the 
insurance aspects of estate planning he 
can save a lawyer time. He can show 
him what other lawyers are doing to 
help their clients through cooperation 
with competent life underwriters. After 
discussion with most CLUs, the lawyer 
will recognize the valuable experience 
which the life underwriter can bring to 
his attention. 

“If Judge Vanderbilt and busy Ber- 
gen county attorneys turn out in force 
to hear a program headed by Sam 
Zeigen, the life insurance business cer- 
tainly has arrived at professional 
status.” 

The success of a bar association 
meeting run by a life insurance man 
suggests that there is more opportunity 
for this sort of thing than has generally 
been realized. It is a tribute both to 
the increased professional standing of 
the life insurance man and to the good 
sense and open-mindedness of the law- 
yers that such forums as those of the 
Bergen County Bar Assn. can be put 
on. The unrealized opportunities for 
holding similar meetings elsewhere 
might well be utilized with benefit to 
all parties concerned. 


New Association Needsa New Word 


A brand-new organization of life 
companies, the National Assn. of Life 
Companies, Inc., has now been offi- 
cially launched to the accompaniment 
of everybody’s good wishes, including 
ours. 

Like many other organizations, this 
one had its inception in the need for a 
protective alliance. National Assn. of 
Life Underwriters had become aroused 
at the sales tactics used in merchandis- 
ing what NALU referred to as “semi- 
tontine” contracts. NALU wanted such 
contracts outlawed because of com- 
plaints that they were being sold on 
such a misleading basis that buyers 
were being seriously deceived and 
eventually life insurance in general 
might suffer damage to its reputation. 

The crux of these accusations was 
that some agents were grossly exagger- 
ating the probable lapse rate and con- 
sequently the amount of money that 
would be left for the surviving persist- 
ing policyholders when it came time 
to cut the melon at the end of the ac- 


cumulation period. It was even said 
that certain agents were aided by com- 
pany sales literature that overstated 
lapse rates and neglected to take into 
account the all-important virtual cer- 
tainty that policyholders who were 
looking forward to sharing in a survi- 
vors’ bonus pool would display a to- 
tally different lapse pattern than the 
general run of policyholders. 

NALC leaders say that no company 
is doing anything like that now and 
that while there are still a few bad 
spots, one of the primary objectives of 
the new organization is to see that 
these are cleaned up. 

If the NALC can put a stop to the 
sort of thing that has caused the com- 
plaints, this kind of cure is certainly 
to be preferred to legislative remedies. 
Legislation would mean a lot of bills,in 
a lot of states. Even if drawn with the 
utmost care and passed as written, 
there is still some danger that a bill 
will be construed as covering more 


territory than the drafters intended. 


There is also always the danger that 
some do-gooder or anti-life-company 
type of legislator will try to modify 
the bill to reflect his pet peeves or 
prejudices. 

The smaller companies, which in the 
main comprise the new association, 
contend that they need the right to 
issue “special” contracts as a way of 
growing. They argue that they are 
seriously handicapped in competition 
with older, larger insurers if they are 
limited by law to standard policies, 
that many of the presently large com- 
panies grew mainly through the issu- 
ance of “special” contracts. 

It is obviously an extremely difficult 
problem to know where to draw the 
line against policies on the ground that 
they lend themselves to misrepresenta- 
tion. There have been cases in which 
agents have sold 20-payment life poli- 
cies in a way that either directly or by 
subtie indirection led the buyer to 
think he was buying a 20-year endow- 
ment. Yet few would argue that 20- 
payment policies should be banned for 
that reason. 

Because of the very real difficulty of 
drafting a law that would bar policies 
lending themselves to deception with- 
out at the same time interfering with 
the sale of policies about which there 
are no complaints, it would seem that 
control through voluntary effort should 
prove the most productive method of 
handling the prdblem. 

The National Assn. of Life Com- 
panies will be greatly helped in its self- 
regulatory efforts by something more 
than just the moral suasion of the 
members that are charged with carry- 
ing out the housecleaning operation. 
This added factor is the awareness of 
all hands—and particularly any com- 
pany that might be tempted to get over 
the line a little—that NALU is fully 
alerted and that the only way to avert 
an all-out drive for remedial legisla- 
tion. is through sincere and effective 
self-regulation. 


Incidentally, one of the aims of the 
new association is to find a designation 
that it considers more suitable than 
“tontine” or “semi-tontine.” The old 
tontine contracts issued prior to the 
Armstrong investigation early in this 
century were a “winner-take-all” type 
of policy. The company paid off on 
those who died, of course, but those 
who lapsed or surrendered prior to the 
end of the tontine period got nothing— 
no cash value, no loan value, no ex- 
tended or paid-up insurance. 

The policies that have been referred 
to by NALU as semi-tontine or jackpot 
policies provide for the usual nonfor- 
feiture values. Their distinguishing 
characteristic is that they contemplate 
payment of a special dividend to those 
who are still alive and have their 
policies in force at the end of a stipu- 


lated period. Leaders in the new or. 
ganization would like to have these 
contracts known as “special” policies, 

The trouble with that tag, as we see 
it, is that it is too broad in its scope, 
There are all kinds of “special” policies, 
The kind that NALU has referred to as 
semi-tontine is just one limited cate. 
gory of special policies. Moreover, the 
word “special” as applied to life insur. 
ance contracts has in the last year or 
so become pretty well understood to 
mean the kind of policy a company 
sells at a lower than usual gross pre- 
mium and with minimum policy limits 
of from $5,000 up, sometimes charac. 
terized by super-select underwriting 
and sometimes not. 

So a better handle than “special” 
is needed as a generic term for the king 
of policy that contemplates payment of 
a special dividend to those who have 
survived and stuck with the ship til] 
pay-off time. “Tontine”’ and even 
“semi-tontine” are dirty words to 
NALC people and they don’t. like 
“jackpot” much better, with its gam- 
bling connotations. ‘“Persistency bonus” 
has been suggested but it is a good deal 
of a mouthful. Besides it might be 
interpreted as being something the 
agent gets for persistence in making 
the sale. © 

Consequently, anybody who can 
come up with a catchy, non-derogatory 
designation can win the gratitude of 
NALLC by sending it to NALC President 
Claude H. Poindexter, president of 
Coastal States Life of Atlanta. Inci- 
dentally, the sender will also win our 
gratitude. Until a new name comes 
into use it will continue to be difficult 
to identify these contracts in writing 
about them without using the offen- 
sive words “semi-tontine” or “jackpot” 
or the too-inclusive “special” tag. 
“Policy - designed - to - pay - a-special- 
dividend - to - premium - paying -policy- 
holders - at - the - end - of - a - special - 
period” is an unhandy expression, 
singularly ill-adapted to the require- 
ments of a one-column headline. So 
let’s have a new word—but quick. 


PERSONALS 


Joseph B. Townsend, Mutual Ben- 
efit’s Hagerstown district manager and 
president of Maryland State Life 
Underwriters Assn., has been appoint- 
ed by President Eisenhower as a 
member of a commission to determine 
if coins produced by the U.S. mint are 
up to standard. 











Lou Daniell of the American Hos- 
pital & Life, Fort Worth, was presented 
the Amon Carter victory trophy by the 
Fort Worth Sales Executive Club- 
Chamber of Commerce at a recent ban- 
quet. The annual award goes to the 
outstanding salesman of the Fort Worth 
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jistrict. She led the Fort Worth agency 
eight of the 12 months of 1954 and 
placed on the company honor roll 45 
successive weeks. 


Karl Ljung of Greensboro, N.C., 
vice-president in charge of agency 
operations for Jefferson Standard, has 
been named director of the mid-Atlan- 
tic region of National Sales Executives. 


Horace W. Brower, president of Oc- 
cidental Life of California, and Mark 
s, Trueblood, Union Central Life Los 
Angeles manager, have received United 
Defense Fund citations signed by Pres- 
ident Eisenhower. 


Don F. Sorensen, manager of Occi- 
dental Life of California news bureau, 
was nominated to the board of direc- 
tors of Los Angeles junior chamber of 


commerce. 





Richard D. Nelson, vice-president 
, and treasurer of Colonial Life, has 
| been elected president of the board of 
trustees of Beard school, girls’ school 
in Orange, N. J. 


Leonard A. Huffhines, Pacific Mu- 
tual Life manager of mortgage loans 
in the Dallas area, has been elected 
president of Dallas Mortgage Bankers 


William M. Taylor, of Alfred J. Jo- 
hannsen agency of Northwestern Mu- 
tual Life, New York City, was honored 
with a testimonial dinner for his work 
over a 40 year period on behalf of the 
underprivileged persons of the Bed- 
ford-Stuyvesant and Greenpoint sec- 
tions of Brooklyn. 


Miss Marie Meade, executive secre- 
tary of H&A Underwriters Conference, 
was honored by the executive and ad- 





visory committees at a dinner preced- 


| ing the conference group meeting last 


week on the occasion of her 30th year 
as a member of the conference staff. 
Miss Meade received a bouquet of roses 
from the past-presidents and a chest 
of 30 silver dollars from the conference. 


Commissioner Frank Sullivan of 
Kansas has received his army retire- 
ment certificate. Mr. Sullivan retired 
with a rank of major. He served in the 
infantry during the first war and in 
the military police in the last war, and 
has completed more than 20 years with 
the army and army reserve. 


Stanton G. Hale, vice-president of 
Mutual Life of New York, acting for 
the company, was host at the home of- 
fice to Norman Dishotsky, eagle scout 
of Queens, as a part of New York City’s 
community leadership day. Mr. Hale is 
a member of the executive board and 
chairman of the finance committee of 
greater New York councils of the Boy 
Scouts. 


Thomas Sutton, III, Equitable So- 
ciety, has been elected president of 
San Francisco Kiwanis Club. 


Vincent B. Coffin, senior vice-presi- 
dent of Connecticut Mutual Life, has 
been elected president of Greater Hart- 
ford Council of Churches. 


Carrol M. Shanks, president of Pru- 
dential, has been designated by Uni- 
versity of Washington as its most dis- 
tinguished alumnus for 1955. Mr. 
Shanks, a Washington graduate in 1921, 
will receive the University Alumni 
Assn.’s “Alumnus Summa Laude Dig- 
natus” award at commencement exer- 
Cclses in June. 


XUM 





DEATHS 


J. STANLEY EDWARDS, 62, Aetna 
Life general agent emeritus at Denver 
and a former pres- 
ident of National 
Assn. of Life Un- 
derwriters, died in 
Porter hospital, 
Denver, after a 
short illness. 

Mr. Edwards, a 
renowned figure 
throughout the in- 
surance business, 
was especially re- 
vered in agents’ 
circles. During his 
more than half- 
century career he received about every 
significant honor that can be bestowed 
upon an agent. He received the NALU 
John Newton Russell award in 1944 for 
his outstanding contribution to life in- 
surance. He was a life trustee of Amer- 
ican College of Life Underwriters, 
served as legislative representative to 
the Assn. of Life Insurance Presidents 
and was a past president of Colorado 
Assn. of Life Underwriters. 

Mr. Edwards served actively as Aet- 
na general agent at Denver from 1894 
to 1948. Often pointed to as a salient 
feature of his work was the large num- 
ber of men whom he brought into the 
business who became successful in 
management work. He was the author 
of two books on life insurance. 


EMMET C. PEEBLES, 76, one of the 
all-time leading Agents of North- 
western Mutual, died in Cincinnati 
after a long illness. Starting with the 
company in 1915, he placed more than 
$30 million ordinary with North- 
western Mutual and over $140 million 
group with other companies. He at- 
tained national prominence, writing a 
$1,750,000 case in 1920. He was a past 
president of Cincinnati Life Under- 
writers Assn. Poor health forced him 
into semi-retirement five years ago. 

A surviving brother, Henderson, is a 
million dollar producer for North- 
western Mutual at Charleston, W. Va. 








J. S. Edwards 


HAROLD L. CASE, 53, superintend- 
ent of the tax department of New 
York Life, died at St. Joseph’s hospital, 
Stamford, Conn., of injuries received 
in a train accident Jan. 28 at New 
Canaan, Conn. The accident, which oc- 
curred when a two-car local ran into 
an open switch and collided with a 
switch engine, injured 22 others. Mr. 
Case’s home was at Glenbrook, Conn. 








Battle Half Way to Hike _.. 


Okla. Department Budget 


OKLAHOMA CITY—With compara- 
tively little discussion, the bill seeking 
to increase the appropriation for the 
Oklahoma insurance department by 
$16,700 annually passed the house by 
an overwhelming majority. This brings 
the total appropriation to $78,295 for 
each of the next two years. However, 
indications are that there will be more 
discussion and possible amendments in 
the. senate. As passed by the house, the 
bill would provide for three new em- 
ployes—an assistant actuary, an A&H 
policy analyst and a deputy commis- 
sioner. It is also intended to increase 
the salaries of some of the department 
employes. 

The action came after Joe B. Hunt, 
the new commissioner, officially de- 
plored the lack of funds and issued 
what he had intended as a 60-day mor- 
atorium on licensing new companies or 
examining new policy forms. The mor- 
atorium lasted less than 24 hours. 


Committee Preparing 
Guide for the NAIC 


on FTC Jurisdiction 


NEW YORK—The National Assn. of 
Insurance Commissioners committee 
on federal trade commission jurisdic- 
tion met here Wednesday to discuss the 
respective areas of authority of the 
state commissioners and the FTC and 
to work on a guide to be distributed to 
NAIC members as an aid in situations 
where there is a possible overlapping 
of jurisdiction. 

The session Wednesday was mainly 
exploratory. Commissioner Knowlton 
of New Hampshire, NAIC president, is 
committee chairman. Others on hand 
were Allyn of Connecticut, Martin of 
Louisiana, Navarre of Michigan, Pans- 
ing of Nebraska and Alfred J. Bohling- 
er, who recently resigned as New York 
Superintendent. The New York com- 
missioner, Leffert Holz, was invited to 
sit in with the committee. 


QMDRT Unit Protests 
NALU Action on Group 


A three-man committee of San Diego 
Quarter Million Dollar Round Table 
has sent a nine-point report to its pres- 
ident for forwarding to San Diego 
NALU chapter, the National association 





Packaged 
Insurance 
Sells 


Faster 


(One of a series) 


and THE NATIONAL UNDERWRITER. The 
study decries the National association’s 
position in regard to group life insur- 
ance for federal employes. While in 
“accordance with the NALU position 
as explained by President R. L. Walker 
that it is preferable to have the insur- 
ance written by private companies in- 
stead of by the government,” the re- 
port goes on to state that San Diego 
QMDRT feels that NALU has failed in 
its duty by not officially protesting 
the government’s action in eliminating 
the payment of commissions to agents 
and/or brokers in this case. 





New Non-Can A&H Bill 


is Recommended in Ga. 


A substitute bill which provides that 
a company cannot cancel an A&H pol- 
icy for a year after it has been issued, 
after which it must give a 12-month 
notice of cancellation, has been re- 
ported out of the Georgia senate insur- 
ance committee. 

The bill, termed “objectionable” by 
industry representatives, takes the 
place of one passed by the Georgia 
house and referred to a senate subcom- 
mittee. It would have prohibited can- 
cellation of A&H policies after they had 
been in force for at least two years. 

A movement is being pushed, it was 
reported, to refer the new bill to an in- 
terim committee which, in cooperation 
with the industry, would try to solve 
the problem. 





THE MACCABEES 
JUNIOR ESTATE BUILDER 


We call this our “Stop and Go” plan. 


It allows parents to build a substantial insurance estate 
for their children at low juvenile rates... Then at 

age 21 the children may GO on with the plan and have 
five times the original insurance protection, with no added 
cost. This amount will be paid up at age 60. 


Or they may STOP payments and receive a choice of 

the following benefits: 

e Paia up insurance equal to about 214 times the \ 
original face value. 

e Extended term insurance for 41 years, 

e Accept a liberal cash settlement. — 

Sales Aids—High-powered sales ammunition produces 

qualified prospects and helps close the sale. Direct mail 

material, custom designed for this plan, is FREE to our 





agents in unlimited quantities including all postage costs, 
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Sales Ideas That Work 








Telephone Method Best for Increasing Sales 
Says Man Who Used It to Sell $10 Million 


Earl Prevette of Philadelphia, who 
has sold $10 million worth of life in- 
surance to strangers over the tele- 
phone, told the New York City Life 
Underwriters’ Assn. he considers the 
telephone the quickest, most practical, 
efficient and scientific method to get 
results in selling. 

Other speakers were Dr. Arthur C. 
DeGraff, who discussed the heart 
and life expectancy, and Sanford 
Blumenthal, social security assistant 
district manager, who explained new 
changes in the social security act and 
their effect on the life underwriter. 

A former agent for Equitable So- 
ciety, Mr. Prevette is now a lecturer 
and author. His books include How To 
Sell By Telephone. 

He said he “used no magic, no tricks 
—just good logic, applied with com- 
mon sense, reason and judgment” to 
sell over the telephone. “It stands to 
reason if I can persuade prospects to 
buy life insurance over the telephone 
it is possible for you to do the same,” 
he reported. 

Mr. Prevette, who has been in the 
selling field for some 42 years, said 
“most salesmen still think they have 
to see a prospect in the flesh in order 
to do business with him. This is a 
mistaken idea. 

“In order to persuade a person to 
buy what you have to sell, you must 
plant in his mind the idea of the value 
he will derive from what you are sell- 
ing. If you do not have an idea that 
will arouse his interest and stimulate 
his desire you might as well not see 
him. 

“However,” Mr. Prevette explained, 
“if you do have a motivating idea why 
not give it to him over the telephone? 
You waste no time, can cover many 
more people, do more business and 
turn your ability into cash more 
quickly.” 

He said when selling by telephone 


it is reduced to ideas which “you can 
make just as effective over the tele- 
phone as you can by calling on the 
prospect in person—sometimes even 
better.” 

Mr Prevette reasoned there may be 
something about a seller’s appearance 
—his style of clothing, a mole on his 
nose, the color of his hair—that would 
divert the attention of a _ prospect 
from a sales appeal, something he 
pointed out that doesn’t happen when 
a prospect is called on the telephone. 

A prospect called has nothing to di- 
vert his attention, making it possible 
for the seller to concentrate all his 
forces to convince him to act, Mr. 
Prevette said, adding that in order to 
“reap a harvest of sales you must sow 
a crop of ideas built around your pro- 
duct.” 

“In order to do this effectively, it 
is necessary to create a sales plan 
around the needs of the prospect, con- 
veying the idea the product will satisy 
these needs.” 

He related the “most scientific” way 
for creating such a plan is to get to- 
gether all the facts about the product, 
organize, define, refine them, trans- 
late the best parts into the prospect’s 
needs, and include in the plan any- 
thing that will improve his business, 
increase his wealth, contribute to his 
welfare, add to his peace of mind and 
enrich his happiness. 

The seller should present the plan 
in sequence, Mr. Prevette said, “eru- 
merating each point, step-by-step, us- 
ing meaty words with a picture mean- 
ing. Speak in concrete terms, not in 
abstract phrases; be brief, concise, di- 
rect, forceful and understanding. 

“It should be seasoned with the sav- 
or of personal interest; flavored with 
the spice of enthusiasm and sweetened 
with the sugar of kindness,” he em- 
phasized. 

Mr. Prevette explained a good sales 
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AN UNPRECEDENTED OFFER to a Life Company 
Executive who can make a quick decision. 


A multi-million dollar midwest life sales organization is seeking a 
challenging and worthwhile connection. Men of ability and integrity, 
both large and small ordinary company backgrounds, experienced in 
sales management, promotion, recruiting, training, field supervision 
and personal production. Have developed specialized fields. Can take 
a sales program from today or build from scratch. Top men in the 
industry can vouch for our record and potential. Have bids, but 
frankly we are surveying the field. Immediate and concrete offers 
will receive priority. State connection and executive position with 
present organization. Write—D-38, The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 











ACTUARY WANTED 


Splendid opportunity open for young woman or 
man with actuarial training for position of as- 
sistant actuary with medium-sized Midwest life 
insurance society. Also will head its 1.B.M. elec- 
tronics development program. Salary open. Our 
employees know of this ad. All replies confiden- 
tial. Write Box D-15, The National Underwriter 
Co., 175 W. Jackson Bivd., Chicago 4, Ill. 

















HOME OFFICE 
SALES OPPORTUNITY 


For Assistant Agency Director, 45 or under, with 
established Midwestern Company writing mod- 
ern line of Ordinary Contracts. Must have ex- 
perience in training new representatives to solicit 
and develop prospects in new territories. Salary, 
production bonus, and traveling expense, sis 
of ek pn te Give details of experience, 
personal production record, education, refer- 
ences, family, etc. Replies treated confidential. 
Write Box D-10, The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 








plan “makes the prospect feel about 
the product the same way you feel. It 
carries a message of fact, persuades 
and convinces. It is the bullet in your 
gun and puts the sale ‘in the bag.’ ” 

He added such a plan should not be 
more than 1% minutes long and con- 
tain about 200 words. 

In his talk Mr. Prevette also pointed 
out that “application of the law of 
averages guarantees the success of 
any salesman.” He defined it as the 
law that determines “the number of 
times a thing will happen in propor- 
tion to the number of times that that 
thing is exposed.” 

He said that by putting it into oper- 
ation by using the telephone rather 
than the personal solicitation method 
of selling many more calls can be 
made and “it stands to reason you 
will get more results than the sales- 
man calling on prospects in person.” 

Mr. Prevette reported over 80% 
of everything sold in the country is 
sold to people who own telephones, 
of which there are 50 million in use. 

He said the telephone directory pro- 
vides an unlimited field in which to 
sell. 

Mr. Prevette concluded his talk by 
saying “one big lesson to learn in sell- 
ing by telephone is to stick to it.’ 

Dr. DeGraff, the heart specialist, 
said that while companies are cautious 
about insuring people with a history 
of rheumatic fever, most people who 
have had but one attack suffer no 
permanent damage to the heart. 

He said that in general proper medi- 
cation at the time of the attack will 
prevent any lessening of life expect- 
ancy. 


No. Calfornia Sales 
Meet Has Wealth of 
Methods, Optimism 


Life insurance never had such a 
promising outlook, Raymond H. Bel- 
knap, president of United States Life, 
told the recent Northern California 
Sales Congress in San Francisco. He 
based his optimism on economic con- 
ditions, the terrific increase in popu- 
lation, increased home ownership pro- 
ducing a heavy mortgage market, the 
increase in the number of women 
working, the market created by G. I. 
loans over: 30 year periods with the 
first 10 years needed for protection 
as payments during that time care for 
only interest and other charges. 

He stressed the importance of plac- 
ing term contracts on more permanent 
basis and that G. I. mortgages are 
greatly underinsured, and also there 
is much more discretional consumer 
money available. It is the right and 
the responsibility of life underwriters 
to see that some of this surplus money 
is invested in life insurance, he de- 
clared. 

H. N. Lyon, general agent for Fid- 
elity Mutual at Oakland, made a plea 
“to put our business on the side of 
good sound money—that there has 
been a 3% depreciation in our money 


every year for the past 100 years; but . 


in the past 20 years it has been 33%. 
He referred to “hard money” con- 
tracts sold some years ago and said 
that we are “going to be in a bad fix” 
if the situation isn’t improved. 

He started in the business in the de- 
pression year of 1932 and found it es- 
sential to develop some definite pro- 
gram of presenting a life insurance 
program. He told the group “I sell 
money”. He talks deposits instead of 
premiums, likening some of the trans- 
actions to a bank. But he points out 
life insurance has a cushion in the 





——— 


event of a recession or depression 
whereas there are no sound cushions 
under real estate, etc. 

“Magic in Mailing” was the subject 
of Alfred F. Randolph, Penn Mutua] 
Monterey, and former national adver. 
tising director for the company. Since 
going out in the field he said he has 
used direct mail constantly. He urged 
agents to use material provided by 
their companies plus something orig. 
inal and personal for referred leads 
prospects and policyholders. He told 
them that the cost is little compareg 
to the results. 

John Krehbiel, Aetna Life, Los An. 
geles, stressed the importance of ed- 
ucation—not only in life insurance 
but in other subjects, including busi- 
ness, economics, etc.. He told how tak- 
ing night school classes in various bus- 
iness subjects over the years has im- 
proved his ability to transmit his mes- 


sage to prospects of varied interests, | 


He also urged interest in politics. In 
these groups he has found policyhold- 
ers; those attending school indicated 
their interest in their future; in poli- 
tics they indicate their interest in 
maintaining sound government. 
Charles R. Gibbs, Mutual Benefit 
Life, Los Angeles, million dollar 
producer, stressed the value of re- 
ferred leads, many of which come 
from people for whom he has per- 
formed a service. He advocates serv- 
ing everyone and advised agents not 
to ignore the uninsurables. He has re- 


ceived a great volume of new clients © 


and business from such sources through 
referred leads. 


Mr. Gibbs said last year 64% 
business was repeat business; he got 
$20,000 in premiums from sources 
where he had serviced only on ex- 
plaining the automatic premium 
clause; he gained for himself $200,000 
of business away from brokers who 
failed to service; converted $94,000, 
replaced $40,000 and replaced $50,000 
of group. He received $150,000 busi- 
ness from a casualty agent, including 
a $4,000 group premium. All because 
of a procedure based upon servicing 
policyholders; his own and any others 








eer 


of his | 


where he believes he can do some | 


service—whether they buy or not. 

Paul Fansler, who has lead Bankers 
of Nebraska for three consecutive years 
and has always been among the top 
producers since joining the company at 
age 21 in 1949, said he is still doing 
as he did in his first year when he was 
third in the company—but he is doing 
it better. He emphasizes time control, 
a sound closing technique, and a sound 
work schedule, which he maintains 
consistently. He works from 52 to 58 
hours a week. 

John W. Yates, general agent for 
Massachusetts Mutual at Los Angeles, 
closed the meeting with one of his 
well known inspirational talks which 
also included sound advice to those 


SONNE ra Sam an 


making life insurance business a ca- — 


reer. He said agents should give at 
least 15 minutes a day to inspiration- 
al reading. 

Saying that life is not a contest but 


a conquest, he also predicted that 1955 — 


will be an unprecedented year for the 
life insurance business if the agents 
will follow sound routines, techniques 
and the spirit of service and sell. 

Herbert W. Humber, Mutual Bene- 
fit, president of San Francisco Life 
Underwriters Assn. which sponsored 
this annual program, opened the mort- 
ing session, while F. G. Jennings, pres- 
ident, Oakland-East Bay Assn., opened 
the afternoon session. Don L. Tenney, 
Continental Assurance, was general 
chairman. 
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‘Reform’ Legislation 
Takes Shape in Texas 


AUSTIN—The Texas senate has 
passed two minor insurance bills and 
five others have come to the floor fav- 
orably reported by the insurance com- 
mittee. 

Two of the principal bills voted out 
of committee deal with capital and 
surplus requirements for new fire, cas- 
ualty and life companies. One measure 
would raise the capital and surplus re- 
quirements of fire and casualty in- 
surers to $200,000 for fire, $300,000 for 
casualty and $500,000 for multiple line, 
with existing companies not meeting 
these requirements allowed five years 
to build up the funds. T. R. Mansfield, 
president of Gulf, spoke in favor of the 
pill, which was opposed by some of the 
smaller companies. 

The other bill raises minimum organ- 
ization requirements of stock life com- 
panies to $375,000, increases com- 
pany examinations, with newer com- 
panies undergoing more frequent 
checks, and two bills sponsored by 
Texas Assn. of Life Underwriters, one 
setting up written examinations for 
agents of ordinary legal reserve com- 
panies and the other providing for the 
licensing of life insurance counsellors. 

The senate has passed a bill setting 
up legal procedures whereby compa- 
nies can appeal actions of the board of 
commissioners to the courts if they in- 
volve rules, rates or orders. A bill 
amending the workmen’s compensation 
law relating to state, city and county 
employes also was passed. 

In the house, the legislative pattern 
favored by the commissioners was in- 
troduced in three bills. Two provide for 
the raising of minimum capitalization 
requirements and the other calls for 
examinations of new insurers every six 
months for the first three years then 
annually thereafter. 

As to financial requirements, the 
house bill follows the one in the sen- 
ate for fire and casualty, but the life 
bill raises the minimum only to $100,- 
000, allowing existing companies 10 
years to build capital to-the new fig- 
ure. The bill would also authorize tthe 
organization of new limited capital 
life companies to take over mutual as- 
sessment companies under certain con- 
ditions, or to reinsure policies of mu- 
tual assessment insurers. 


R. H. Kern Named D. C. 


Manager, Bankers, lowa 


Raymond H. 
Kern has been ap- 
pointed Washing- 
ton, D. C., mana- 
ger forBankers 
Life of Iowa to 
succeed R. C. Gil- 
more, who resign- 
ed to return to 
personal produc- 
tion. Mr. Kern en- 
tered the insur- 
ance business with 
the company in 
1952 in the Wash- 
ington agency. 








Raymond H. Kern 


January Greatest Month 


for Massachusetts Mutual 


Massachusetts Mutual marked its 
greatest month for ordinary production 
in January, when new sales amounted 
to $64,474,745, surpassing by 47.9% 
the previous monthly high of $43,643,- 

set in January, 1954. 

Newark established a new monthly 
record for an agency with $5,904,000. 
Four other agencies delivered more 
than $2 million for the month. They 
were Yates-Woods, Los Angeles; Jor- 


dan, Chicago; Simon, New York, and 


Roshorough, Jacksonville. 

A total of $104,711,510 worth of bus- 
iness was written in the first 33 days 
of the annual “quota buster’ contest, 
sponsored by the company’s general 
agents association, and in the conclud- 
ing 42 days $80,470,439 or nearly 77% 
was paid for. This was 112% of the 
quota set for the latter period. 

Of the 54 agencies which exceeded 
their delivery quotas, Newark, Law- 
rence, Mass., Madison, Wis., and San 
Diego received championship plaques, 
Newark, Lawrence, Madison and South 
Bend, Ind., were named volume lead- 
ers and Peoria, Cincinnati, Rockford, 
Ill., and Phoenix delivered the highest 
percentage of written business. Of the 
515 individual producers who achieved 
their goals, 10 delivered 100% of the 
amount they had written. 





Indiana Caravan Speakers 


Speakers at the annual caravan 
sales congress of Indiana Assn. of 
Life Underwriters, April 7-9, will be 
Lester Schriver, managing director of 
National Assn. of Life Underwriters; 
V. W. Kelley, Amicable, president of 
the Texas association; Stanley Collins, 
Metropolitan, vice-president of NALU, 
and Nathan Paulus, State Mutual Life. 

Local chairmen of the event will be 
Wimmer Resler, Western & Southern, 


at South Bend; Grant Johnson, Indi- 
anapolis Life, at Indianapolis, and C. 
Keith Ryan, Guardian Life, Evans- 
ville. 


Wendell Buck to Assist 


Insurer in Sales, PR Drive 


Wendell Buck, New York City public 
relations consultant, has been retained 
by Eastern Casualty of New York to 
assist in an expanded sales promotion 
and public relations program. Principal 
emphasis is being placed on production 
of greater sales volume. Included in the 
program is a publicity campaign calling 
for more news material about the com- 
pany. 


Poletto Heads Leaders Club 


L. B. Poletto of San Francisco was 
installed as president of the 1955 Lead- 
ers Club of Aetna Life at a three-day 
seminar at Hartford, held to study new 
developments in business insurance 
and estate planning. Others installed 
were David P. Flaxon of Camden, N. 
J., vice-president; Henry A. Kirsch of 
Shreveport, La., secretary, and Joseph 
S. Maryman of Little Rock, treasurer. 

The seminar was directed by Robert 
B. Coolidge, vice-president of Aetna 
and speakers were Albert Mannheim- 
er, New York attorney, and Samuel L. 





Zeigen, Provident Mutual, president of 
New York CLU chapter. 


Goldstein Sets Record 


The Goldstein agency of Hartford, 
now entering its 25th year with Bank- 
ers National Life, set an all-time $1.6 
million company record in January for 
life insurance production for a single 
month. 


Mid-America Life Licensed 


Mid-America Life, the new company 
at Oklahoma City starting with capi- 
tal and surplus of nearly $400,000, has 
been licensed by the department and 
now is writing business. Initially it will 
operate only in Oklahoma. . 

President is Richard Trent, for eight 
years an agent with Massachusetts Mu- 
tual at Oklahoma City. Other officers 
are G. F. Short vice-president, Dick 
Wegener secretary-treasurer and Ha- 
zel Miller cashier. Offices are at 129 N. 
W. 6th. 











Mutual Benefit Honors Supervisor 


Mutual Benefit Life’s “builder” tro- 
phy for supervisors has been won by 
Leon Jonas of the Rosenbaum agency, 
New York City. Mr. Jonas joined the 
company in 1948 and the Rosenbaum 
agency in 1949. 





confidentially. 


WRITE BOX D-21 


WANTED: 7Zop Man for 
LIFE AGENCY DIRECTOR 


The man we are looking for is a successful life insurance man with ordinary 
experience. He must have supervisory ability and have what it takes to set 
up general agencies, work with agents and make them productive. 


If you are a career minded man seeking a top level job with a rapidly grow- 
ing organization, we are interested in you. 


There is a wide selection of territory open and you will have the support of 
a strong legal reserve stock life insurance company with some of the finest 
policies on the market. You will be able to offer prospective general agents 
some of the most liberal commission arrangements in the industry. 


If you are qualified, take advantage of this exceptional opportunity. Write 
to us at once. Give complete details including all previous business expe- 
rience and personal history. Financial arrangements will be commensurate 
with ability and background of man selected. All replies will be treated 
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Graduated Tax Bill in 
N. M. Now Appears Dead 


A bill proposing a graduated New 
Mexico tax on insurance companies, 
geared to their investments in the state, 
was strongly opposed at a hearing con- 
ducted at Santa Fe by the corporations 
and banks committee and the taxation 
and revenue committee of the lower 
branch of the state legislature. 

Members of the two committees in- 
dicated the bill would be killed, though 
another hearing will be held. 


On combined 
Managers anc 





Mr. A. R. Shields 
Manager 
Detroit No. 2 


MONUMENTAL LIFE 
INSURANCE COMPANY 


CHARTERED 1858 








| 
year in the coveted first place position. | 


Home Offices ° etna & chavo Sts. ¢ Baltimore 


Insurers now pay a 2% premium tax. 
The measure proposed a 4% if less 
than 10% of assets were invested in the 
state, 3% if 10 to 15% are invested in 
the ne 2% if the investment is 15 to 
20%, and 1% if the investment is above 
20%. 

On behalf of the Equitable Society, 
Timothy Keleher, Albuquerque attor- 
ney, said the measure would be unfair, 
in that his firm has many investments 
in companies which contribute to the 
prosperity of New Mexico but which 
would not be counted as New Mexico 
investments. 





—— a 
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Leading District I 
on a Per Debit Basis 


Congratulations to the Company Leaders! 


results for 1954, Mr. Shields, the Staff 


1 Agency Representatives finished the 
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Consulting Actuaries 
Auditors and Accountants 
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116 John Street, New York, N. Y. 




















Mincks, Elmore Head 


Indianapolis Life Agencies 


New Indianapolis Life general 
agents are Eugene J. Mincks at Hous- 
ton and Robert L. Elmore at Dayton. 
Mr. Mincks succeeds George E. Woods, 





R. L. Elmore 


E. J. Mincks 


Houston general agent for 24 years, 
who will continue in personal produc- 
tion. 

Mr. Mincks has been in life insur- 
ance since 1947 and Mr. Elmore since 
1950. 





Guardian Advisory Board 
Meets With Top Officials 


Guardian Life’s seven-member field 
advisory board, elected by company 
managers, held its semi-annual dis- 
cussion session with President James 
A McLain and other officials at the 
home office. 

Elected to the board this year were 
S. B. Brooks, San Francisco; T. S. 
Muir, Cincinnati; W. J. Reilly, Cleve- 
land; S. W. Ryan, New Orleans; R. L. 
Spaulder, New York; W. R. Wilkinson, 
Syracuse, and the late J. M. Eisendrath, 
New York, who died the second day 
of the meeting. As a tribute to his 
memory, the session for that day was 
cancelled. 





Pru Appoints Cavanaugh 


N. E. Associate Director 


Prudential has appointed James T. 
Cavanaugh as associate director of 
agencies in the New England regional 
headquarters at Boston to assist T. 
Gibson Smith in supervising the 27 
district offices in the area. 

Mr. Cavanaugh joined the company 
in 1936 in New Haven. He has been 
Holyoke district manager since 1943. 





List Gen. American Leaders 


General American Life achievement 
awards for outstanding individual 
performance in 1954 went to Elmer 
S. Rosenthal and Francis B. Perdue, 
both of St. Louis; A. W. Bourke, Dallas, 
and William Strauss Jr., Houston. Mr. 
Rosenthal was the leader in life vol- 
ume, Mr. Bourke in A&H, Mr. Strauss 
in group and Mr. Perdue won the re- 
cruit of the year award for top life 
volume production in his first con- 
tract year. 


New S. F. Office to Open in Oct. 


The new northern California head- 
quarters building now under construc- 
tion for Pacific Mutual Life in San 
Francisco will be ready for occupancy 
next October. Interest in available 
space is so favorable that original 
plans have been expanded to provide 
for eight stories instead of the contem- 
plated five, in addition to a covered 
roof top terrace area. 

The two upper floors already are 





leased. Pacific Mutual will use two 
floors, the E. A. Ellis agency using the 


second, and the San Francisco mort- 
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FRANK M. SPEAKMAN 
CONSULTING ACTUARY 
ASSOCIATE 
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gage loan, group, district claims and 
local administrative offices the third. 


Repeat Mich. Department Parley 


LANSING—The Michigan depart- 


ment this week is holding its second 
conference of personnel designed to 
analyze operations and familiarize em- 
ployes with functions. The first session 
was held in 1952. 





YOU... 4 


are the expert on 


GROUP INSURANCE 





Robot 


makes it possible 


for YOU to: 


°PLAN your group 
sales activity 

¢ SELL your own 
prospective clients 

¢ UNDERWRITE 





your own groups 
¢ BIND your own 
cases without delay 


Ever lose an important Group 
case because of delay at the 
home office? Start working 
with SALES ROBOT! Here 
are the simplified tools, plans 
and rules that put you in 
charge of 90% of your own 
cases, enable you to “quote on 
the spot!” Get the facts on 
SALES ROBOT ... one look 
and you'll agree—a new hori- 
zon in Group volume awaits 
you. 


Stop groping... 
start GROUPING! 


Write now to your 
U. S. Life general agent or to 


THE 
(Ufonnras Sinnss 
LIFE INSURANCE CO. 
IN THE CITY OF NEW YORK 











we 


oe 


The United States Life Insurance Co. 
84 William St., N. Y. 38, N. Y. 


Dept. NU 2-18 

Gentlemen: Please send us complete 

information on the Sales Robot and 
Group Selling. 

NAME 

STREET. 

CITY STATE 
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H employment of a full-time man to head 
rt Revamp ing of DISC the training program. 
Progr am Is Appr oved The board also approved plans for a 
E Directors approved of the new dis- “Membership Monday”, the second of 


ability insurance sales course and pro- the 1954-55 association year, on April 
gram formulated by the educational 18. The membership committee plans 
committee of International Assn. of 10 weeks of advance publicity and will 


A&H Underwriters at the board meet- supply local membership chairmen 

ing in Chicago. with organized procedures for the H [ GH L i G H T$ 0 F 19 5 4 
The new DISC program (reported in drive, including “canned sales talks” 

the Jan. 28 issue) includes a complete- for local members soliciting new mem- 











ly new text, standardization of ad- berships. NEW BUSINESS PAID FOR, INCREASED AND REVIVED 
ministration on a 10-12 week basis, and a $72 689,000 

Propose A&H Plan for sees 

Mass. State Employes BUSINESS IN FORCE $603,798,000 


some Gee ae ce Gee AN INCREASE OF OVER $40,000,000 
35,000 employes at a cost of $4 million 


a year was discussed at a hearing at ASSETS $136,097,000 


Se ee eee AN INCREASE OF OVER $8,900,000 


coverage and state employes would 


SETTING 
THE PACE 





















pay the rest. 
IN THE ‘William V. Ward, president of the PAID OR SET ASIDE 
q nty, m i m- 
° Aloves‘ani'sinitea"tnee seco | FOR POLICYHOLDERS & BENEFICIARIES 
] mendations for changes in the pending 
bill which would state that any divid- $16,583 ,000 
ends or refunds go into a special fund 
to be used to pay later possible in- A COPY OF OUR COMPLETE ANNUAL REPORT WILL BE 
creases in rates, that retired employes SENT ON REQUEST 


WLAC-TV, Nashville, the be allowed to continue their member- 
































new television eyes of Life ship in the plan by paying their full 
and Casualty, has brought premium charges, and that two repre- F. W. SIMPSON, Branch Manager, DETROIT 
‘ esi a sentatives of the state employes be 1766 Penobscot Bldg. 
10usa Ss 2 } ; 7 7 
first time through the pe grt gt glacial C. B. DIBBLE, C.L.U., Branch Manager, LANSING 
ir vo yee A eee 800 Michigan National Tower 
rom “THE TALLES 
TELEVISION TOWER IN New Conference Members 5. "iene iieniaae 
4 ee ia tii American Income Life of Indiana- : 
A forward-looking company polis was elected a member of H&A C. F. TELLER, Manager of Brokerage, PHILADELPHIA 
for more than 50 years, Life Underwriters Conference at a meeting 1411 Walnut St. 
and Casualty has constantly of the executive committee. The con- ROBERT G. JONES, C.L.U., Branch Manager, SEATTLE 
expanded its insurance = apie ae — + Stuart A. 3324 White-Henry-Stuart Bldg. 
services to the present .. . Robertson of Seattle was elected an as- 
now administers well over sociate member. HARRY W. FRAZEE, Branch Manager, AKRON 
| $1 billion of insurance in American Income Life recently re- Five East Buchtel Ave. 
f force through 104 district insured American Income of Indiana- THOMAS E. UHLE, Branch Manager, CLEVELAND 
offices in 13 southern states. polis, which had been a conference 216 B. F. Keith Bldg 
Se itll member. pis : 
Television is but the latest 
example of how we have kept 
pace with the times by i i 
providing public services to Hess Joins Criss Board 4 
the people we insure, 


Dr. Elmer Hess of Erie, Pa., presi- ( 









































enriching their lives today dent-elect of American Medical Assn., 
as well as in the future has been appointed a member of the 
through the instrument of board of judges for the Criss award of Y 
life insurance. Our Mutual Benefit H. & A. The award is oll cali ? 
constant pr ag em eiven anenty by Low Rag ger As far as we’re concerned 
of ever greater service. outstanding achievement in the field o: ‘ : 
renter servicn health — jor safety, an d consists a at Old Line Life, we plan 
,000 in cash and a gold metal. v/ to keep right on growing — 
Deadline for nomination of the 1955 “Move U , Png 6) 8 
SAAS swend m March _ Chastes Ww. and we need growing men 
Son ayo of Rochester, Minn., is chairman . ’ 
z fs P of the board of judaes. to do it. You'll have all 2 
opportunity you want, an 
: . . { { lenty of help to start: 
Life and Casually Bill to Permit Savings Banks aS fast as yin a sy et seal 
Insurance Company of Tennessee to Invest in Insurer Stocks P ah 
intents sete A bill has been introduced in the ; oe: Pee 
vow New York legislature which wou to match any competition... 
. : permit savings banks to invest in fire you want to ; 
Life Insurance in Force and casualty or sl —. ——- liberal, career contracts. 
securities, or preferred, would not be . . 
OVER ONE BILLION DOLLARS Desenidiedl: palkestoaldine adduaae seated Write for full details today 
have to be $30 million on a consoli- to Paul Parker, Dept. N-2. 
; dated basis, the insurer would have at 
had to pay dividends for the last 10 
years consecutively, and the insurer 
could not have more than 55% of pre- The 
miums in fire or more than that in \ E E 
| . : auto. Massachusetts already permits — 
. | A ervice lil ep ‘ such investment. If adopted, the leg- JAu 
islation would stimulate more interest LIFE © SICKNESS 
| in investing in such stocks. 











INSURANCE COMPANY OF AMERICA 




















1 

i 

' 

J 
] 
Health & Accident Adjustment Co. | Names Boston Life Manager ACCIDENT ° HOSPITAL HOME OFFICE: MILWAUKEE 

\ A & Hh Ciuige — levestigntions North American Accident of Chica- 

i ee go has appointed Gilbert Rappaport 
Commercial and Group Companies manager of its life department in the oa oan ee : 
a ANTHONY YT RESSA P. H. BUCK | Moore, Olive & Co. agency at Boston. A General Agency Company Select Territories Available 
.. Seattle 4 ———, em _ ae ae had previous insurance exper- == 
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Bankers National Introduces 
$25,000 Minimum Policy 


Bankers National has introduced a 
new paid-up at 85 policy with a mini- 
mum issue of $25,000. Called the 
“champion,” it will be issued from 
ages 15 to 65, both standard and sub- 
standard. 

The rate at age 25 is $16.95 and at 
35 $22.97. The policy shows a return 
over cost after 20 years—premiums less 
dividends less cash value—of $1.20 per 
$1,000 at age 25 and 38¢ per $1,000 at 
35. 

Dividends are payable at the end of 
the first year, depending on the pay- 
ment of the second year’s premium. 
Dividends may be accumulated and 
premiums paid in advance at 3%. 
Waiver of premium and income dis- 


Like living 
“in a home 
for 30 years...then getting back 
more than you paid for rent. 


B 





KEEP YOUR EYE 


W. RANKIN FUREY, C.L.U., President ¢ 







ERKSHIRE 


LIFE INSURANCE COMPANY 
Life, Annuities, Accident & Health and Hospitalization 
*, PITTSFIELD, MASS. « A MUTUAL COMPANY e CHARTERED 1851 


ability and accidental death benefits 
may be added. 





Manufacturers Life Had 


Greatest Month in January 


Manufacturers Life had its greatest 
sales month in January, when total 
paid-for business amounted to $29,- 
258,667 with the U.S. division con- 
tributing $9,667,314. Chicago was divi- 
sion leader with $1,650,000. 

Lower premiums now are in effect 
at most ages for standard and special 
needs plans as well as for extra bene- 
fits, such as family income, disability 
waiver of premium, etc. Occupational 
ratings have been’ simplified with 
many classifications eliminated or im- 
proved. 








*The dividends in this 
illustration are neither estimated 
nor guaranteed, but are computed on 
the same basis as the scale of dividends in 
effect at the date of this illustration, Jan- 





vary 1, 1955. Similarly, the interest rate 
assumed is that currently allowed on such 
accumulations. 


Like driving a 
car for 30 
. - . then getting back 












years 
more than you paid for it. 






H. S. HART, Agency Vice-President 








LONG TERM BANK LOANS 
ARRANGED ON VESTED “4 
RENEWAL CONTRACTS 


U. C. & G. C. serves the financial needs of those 


tax probleme may be simplified and savings eff d 








LIFE AGENTS 
GENERAL AGENTS 
AND BROKERS 


engaged in the Life insurance Business. Your 
Cc pond: Invited. 





UNDERWRITERS CREDIT & GUARANTY CORPORATION 
405 Meatgemery Street, Son Prencisce 4, Californie 








Willson Elected 2nd V-P in 


State Mutual H.O. Changes 


State Mutual Life has made eight 
changes at its home office. They in- 
clude the election of Alan R. Willson 
as 2nd vice-president, promotions of 
Robert A. Miller to associate controller 
and Abbott P. Allen to assistant sec- 
retary of the group division, appoint- 





ye | : 
A. P. Allen E. R. Walker 
ments of Everett R. Walker to take 
charge of the field office administra- 
tion branch and Melvin E. Wilson as 
senior planning analyst and the elec- 
tion of Harold E. Ahlquist Jr., Vincent 
A. Piucci and Harrison G. Taylor Jr. 
as officers. 

Dr. Richard B. Cattell, director of 
the Lahey clinic, Boston, has been 
elected a director. 

Mr. Willson, who joined the com- 
pany in 1946 after experience with 
Travelers, has been secretary of the 
group division since 1952. He will con- 





Willson 


R. A. Miller A. R. 


tinue overall management of the divi- 
sion. Mr. Miller went with State Mu- 
tual in 1954 as director of field office 
administration. Mr. Allen, formerly 
manager of the group term and cas- 
ualty underwriting department, joined 
the company in 1938. Mr. Walker has 
been an assistant secretary since 1953. 
Between 1942 and 1952 he'’was com- 
pany purchasing agent and during that 
time served a term as president of 
New England Insurance Buyers Assn. 

Mr. Wilson joined the company in 
1946. Mr. Ahlquist becomes manager of 
the insurance records department, Mr. 
Piucci manager of the costs and budg- 
ets department, and Mr. Taylor assist- 
ant manager of the securities depart- 
ment. 

Dr. Cattell, with the Lahey clinic 
since 1927, is a graduate of Harvard 
medical school. He is surgeon-in-chief 
of New England Baptist hospital and 
on the staffs of New England Deacon- 
ess hospital, Robert Breck Brigham 
hospital, Massachusetts Women’s hos- 
pital and Booth Memorial hospital. He 
is president of American Goiter Assn. 


To Address LOMA Grads 


George T. Conklin Jr., financial 
vice-president of Guardian Life, will 
address Society of LOMA Graduates 
Feb. 23 on trends and relationships in 
life insurance investments. His talk 
will follow a dinner at Guardian’s 
home office. 








Honor Leaders in Detroit 


Detroit Managers & General Agents 
Assn. was host at a “man of the year” 
dinner honoring the leading agent in 
each participating agency. 

Achievements of the composite “man 
of the year” were described. His an- 
nual production was $980,000, his 


average length of time in the business 





—<—<— 


15 years and his average annual ip. 
come $23,000. 

The speaker was Thomas R. Rej 
director of office of civic affairs, Ford 
Motor Co. Names of the award win. 
ners appeared in a half-page ad jp 
Detroit newspapers inserted by Detroit 
Trust Co. 





Credit Insurance Bill May 


Be Too Restrictive: Wells 


The bill to prohibit small loan com. 
panies from charging for credit insur. 
ance, introduced in the Indiana gen. 
eral assembly, is not an insurance de. 
partment but a financial institutions 
bill, and Commissioner H. E. Wells 
a critic of some credit insurance prac- 
tices, reported his reaction to the bil] 
is “mixed.” 

The bill affects companies licenseg 
to loan $300 and under, and Mr. Wells 
expressed the opinion that it might be 
“too restrictive.” “My criticism has 
been directed against certain practices 
in connection with the sale of credit 
insurance, not against the coverage it- 
self, which would be virtually pro- 
hibited by the bill unless the lender 





pays for it himself,” the commissioner | 


told a NATIONAL UNDERWRITER reporter, 
“I consider credit insurance itself a 
valid form of protection for the bor- 
rower,” he stated. 

@ @ . 

Mr. Wells listed five practices jn 
the sale of credit insurance with small 
loans to which he objects. 1. Failure 
to make clear to the borrower that he 
is buying it. 2. Coercion, refusing to 
lend unless the borrower buys the in- 
surance. 3. Failure to refund advance 
premiums when the loan is paid off 
in advance. 4. Skirting the Indiana law 
limiting the amount of insurance to 
the unpaid balance on the loan. 5, Ex- 
cessive rates. 

Quoted by a columnist in one of the 
Indianapolis newspapers as “threaten- 
ing” to demand insurers reduce rates, 
Mr. Wells explained his statement on 
rates had been exaggerated. “I did say 
to the paper’s reporter that while I 
had no statutory authority over life 
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insurance rates, I might consider set- | 


ting up an informal discussion with 
credit insurers to talk over rate struc- 
ture. 
es ‘J e 

“My feeling is that something ought 
to be done about the situation. If no 
remedial legislation is forthcoming in 
this session of the legislature, or if 
legislation that might be enacted fails 
to rectify the practices to which I ob- 
ject, the informal conference might 
offer a solution.” 
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The bill to double the requirements | 


for the formation of new companies to | 


$200,000 capital and $100,000 surplus, | 


or 400 policyholders for a mutual, has 


been amended to allow both life and } 
A&H to be written on the same capital- © 


ization. Under the present law, sepa- 
rate capital must be raised for each 
line. The bill has insurance depart- 
ment approval and the backing of the 
Indiana Assn. of Life Underwriters. 


Conn. General Puts Three 


in New Managerial Posts 


Connecticut General has named Rob- 
ert F. Grund manager at Cincinnati, 
succeeding Dale W. Harding, who has 
been placed in charge at Long Beach, 
Cal. Joseph S. Cannava will replace 
Mr. Grund in Detroit. ‘ 

Mr. Grund joined the company in 
1944. Mr. Harding has been with it 
since 1946. He has been assistant man- 
ager at Los Angeles and an agency as- 
sistant at the home office. Mr. Cannava 
has been an agent and staff assistant 
in the training of new men at Detroit. 


Wins Life of Ga. Trophy 


Life of Georgia’s J. N. McEachern 
trophy has been won by Monroe dis- 
trict, managed by Maurice E. Hartzler. 
A total of 125 districts in 11 states 
competed. The trophy, a silver cup, 1s 
named for the co-founder of the com- 
pany. 
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Langer Committee Asks: 
Should PL 15 Be Repealed 


(CONTINUED FROM PAGE 1) 

well-defined and undisputed forms of 
coercion and intimidation? If so, 
should a captive market in itself con- 
stitute coercion within the meaning of 
the federal antitrust and monopoly 
laws? ; ee 

“To what extent are coercive, inti- 
midating, and other unscrupulous prac- 
tices employed in the sale of credit in- 
surance in those states where the sub- 
committee has not held public hear- 
ings? 

“To what degree are these abuses 
due to inadequate state laws, regula- 
tions, and/or enforcement? 

“To what degree are hardships in- 
flicted upon poor and necessitous bor- 
rowers in those states now lacking ade- 
quate credit insurance regulation? 











“What is the probability that such 
abuses will be eradicated shortly 
through enactment and enforcement of 


' regulatory measures by the states? 


The subcommittee staff made an ini- 
tial survey of the situation before hear- 
ings were held in Topeka. Committee 
findings cover six pages of the report. 

The committee says it found positive 
acts of coercion and intimidation, and 
silence or “initimations” producing the 
sale of insurance. In the former cate- 
gory the committee found the forcing 
of Kansas borrowers to pay for un- 
wanted credit insurance as a condition 
of receiving small loans, and “collection 
of the borrowers’ indebtedness which 
(when credit insurance had been sold) 
included the collection of insurance 
premiums, through the use of insulting 
letters, cullect telegrams, even the 
threat of bodily harm if the debtors did 


| not pay.” 


The committee reports that “where 
silence was substituted for positive acts 
of coercion and intimidation”, credit 
insurance premium was added to the 
borrower to pay the premium, wheth- 
er the insurance was wanted or not. 

The report said the committee found 
these additional “unscrupulous prac- 
tices” employed in sale of credit cov- 
erage to Kansas borrowers: 

“Sales of credit insurance in amounts 
far in excess of money loaned. 

“Failure to deliver the policy to the 
borrower, thus keeping the borrower 
in ignorance as to his coverage or other 
rights in the policy. 

“Payment of excessive commissions, 
in which instances little was left for 
the payment of claims. 

“Pyramiding of policies, effected by 
requiring the borrower to purchase a 
second policy upon refinancing his loan 
without cancellation of the first policy 
purchased when the money was orig- 
inally borrowed, failure to make a re- 
fund of unearned premium when in- 
surance is cancelled on payment of the 
loan, and other pernicious practices.” 

The report said the companies that 
benefited from these practices included 
companies whose principal places of 
business were located in other states 
than Kansas, doing business across 
state lines. 

Conditions described above, the com- 
mittee said, existed because there are 
no adequate small loan or retail install- 
ment sales laws in Kansas, and that 
state has no administrative agency 
vested with power directly to control 
lending and finance institutions. Final- 
ly the report says the sale of credit in- 
surance when made in connection with 
small loans almost exclusively is made 
by the lending organization or someone 
connected with it, and therefore, “there 
is absence of state regulation of credit 


XUM 


insurance in Kansas.” 

The subcommittee found “courageous 
and forthright action” had been taken 
by Kansas Commissioner Sullivan and 
Attorney-General Fatzer. The former, 
also identified as chairman of the cred- 
it insurance subcommittee of National 
Assn. of Insurance Commissioners, has 
promulgated credit insurance regula- 
tions. “If and when” these are placed 
in effect, the report said, Sullivan 
“promised vigorous enforcement”. 
However, maximum effectiveness, it 
indicates, calls for sufficient funds and 
an adequate staff. 

The attorney-general has successful- 
ly concluded 41 out of 55 lawsuits 
against unethical lenders, but this has 
not solved the Kansas problem, the 
committee said. “These lenders turned 
to the sale of credit insurance,” the re- 
port said. The committee declared that 
when the lenders employ coercion, etc., 
to sell credit insurance to borrowers or 


collect premiums from them, ‘these 
problems become credit insurance 
problems.” 


National Assn. of Life 


Companies Is New Group 
(CONTINUED FROM PAGE 2) 
indicated there are still some spots that 
need cleaning up and that NALC 
wants to do its own housecleaning, in 
fact, this is one of the main aims of 

the new association. 

In addition to Mr. Poindexter, offi- 
cers are Ellis Arnall, president of 
Dixie Life of Newnan, Ga., and form- 
er Georgia governor, who is board 
chairman; Dr. Pierce P. Brooks, Na- 
tional Bankers of Dallas, vice-presi- 
dent; J. Herbert Graves, National Old 
Line of Little Rock, former Arkansas 
commissioner, secretary; and B. L. 
Carter, Pioneer Life & Casualty of 
Gadsden, Ala.,. treasurer. The five 
officers comprise the executive com- 
mittee, with power to act between 
meetings. 

Directors are: Georgia, Mr. Poin- 
dexter and Mr. Arnall; Alabama, Mr. 
Carter and S. H. Longshore, Preferred 
Life of Montgomery, former Alabama 
commissioner; Arkansas, Mr. Graves 
and W. N. Stannus, First Pyramid of 
Little Rock; Texas, Dr. Brooks and 
L. C. Cowling, Southern States of 
Houston; Indiana, John Wilkins, Citi- 
zens National of Indianapolis; Louisi- 
ana, D. R. Domingue, Washington Life 
of Lafayette; Nebraska, Mrs. C. B. 
Cassidy, Woodmen Circle of Omaha; 
Washington, J. R. Cissna, Federal Old 
Line of Seattle; Colorado, W. P. White, 
Professional Business Men’s Life of 
Denver; North Carolina, W. C. Cheek, 
Independence Life of Charlotte, a 
former North Carolina commissioner; 
Missouri, Vaughan Moore of St. Louis. 

Devereaux F. McClatchey of Atlan- 
ta is NALC’s general counsel and 
Robert P. Hensley of Louisville is 
assistant counsel. 

Besides Mr. Johnson, representatives 
of other organizations who participated 
in the discussions included Henry M. 
Glenn, associate general counsel of 
Life Insurance Assn. of America; Mar- 
tin B. Williams, executive secretary- 
treasurer of Life Insurers Conference; 
Ralph M. Kastner, general counsel of 
American Life Convention, and Carlyle 
M. Dunaway, counsel of NALU. 

About 160 companies were repre- 
sented, mostly by their home office 
officials, a few by proxies. 

The first annual meeting will be 
held May 10, probably at Atlanta, 
NALC’s headquarters city. It is ex- 
pected that directors _ representing 
many other states will be named at 
that time. 


Promoter Beating Drum 
for Plan Selling Life 


Insurance, Fund Shares 

NEW YORK—tThe latest proposal 
for combining the sale of mutual fund 
shares and life insurance is the “secu- 
rity plus insurance” plan being pro- 
moted here. The policyholder-investor 
would pay in a monthly amount, half 
of which would go for an ordinary life 
(or higher premium) policy. The other 
half would be invested in mutual fund 
shares. 

Michael K. Michaels, the plan’s pro- 
moter, wants to interest life agents in 
cooperating in selling mutual fund 
shares and life policies in this setup. 
However, Harry K. Gutmann, Mutual 
of New York, president of the New 
York City Life Underwriters Assn., has 
come out against the plan, reiterating 
his opposition to the sale of mutual 
fund shares by life agents. 

Mr. Michaels told THE NATIONAL UN- 
DERWRITER the plan would have to get 
a large volume of business in order to 
keep unit costs within feasible limits. 
He declined to say where he might be 
getting his financial backing. His back- 


ground, he said, is in merchandising 
and promotion counseling, one client 
being an insurance company, though 
he declined to name the company on 
the ground that doing so would violate 
a confidential relationship. 

Mr. Michaels was understandably 
unhappy about Mr. Gutmann’s denun- 
ciation of the plan. He contended that 
Mr. Gutmann was speaking for himself 
—and said so—when he denounced the 
plan. He was speaking as association 
president, however, in refusing to make 
any statement “which will lend you 
any encouragement at all,” as he wrote 
Mr. Michaels. 





Heads New Aetna Agency 

Aetna Life has opened a new general 
agency in New York City at 630 Fifth 
avenue. Arthur S. Bikoff is general 
agent. He was honored at a luncheon 
attended by company officials and 
representatives of insurance in New 
York City. He has been with the com- 
pany since 1947, when he joined a 
Brooklyn general agency. He has been 
educational vice-president and a direc- 
tor of Brooklyn Life Underwriters 
Assn. 








DO YOU KNOW THESE PEOPLE? 


HIS HAPPY THREESOME is typical of the thousands of 
families who are building a financial backlog with the 
help of the Manufacturers Life. They symbolize the Com- 
pany’s 450,000 policyholders whose plans for family 
protection and old age security are now safeguarded by 


assets of $590,693,764. 


THE 68TH ANNUAL REPORT shows that this group of almost 
half a million people now owns $1,903,876,072 in life and 
retirement protection. Nearly 30% of this total amount is 
now in force in the United States on policyholders from 


Connecticut to California. 


MANUFACTURERS LIFE in 1954 paid out $31,672,765 to 
living policyholders and the families of those who died. 
Total new business during the year reached a record high 


of $250,889,621. 
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FTC Calls Witnesses in Bankers L.&C. Case 


(CONTINUED FROM PAGE 1) 





FTC asked for a recess, and it appears 
likely it will be an indefinite recess. 

L. J. Lehane, executive vice-presi- 
dent of Bankers, was in the witness 
chair for two days and testimony de- 
veloped through the questioning of 
Messrs. Hays and Short ranged from 
specific technical data to general in- 
formation. 

An important aspect of the com- 
pany’s defense against the charges is 
that its advertising described an in- 
surance plan rather than specific poli- 
cies. Mr. Hays asked Mr. Lehane to 
define the phrase “low cost plan,” one 
which appeared in Bankers’ advertis- 
ing. Noting he was supplying what he 
considered an “industry” definition 
Mr. Lehane said this would be a plan 
which would return maximum bene- 
fits for the lowest cost. Mr. Hays, 
dwelling on this point for some time, 
wondered whether this would be an 
understanding peculiar to insurance 
executives or one also shared by the 
clerical people. Mr. Lehane, pointing 
out his insurance experience has em- 
braced clerical duties as well as man- 
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agement functions, said this is the un- 
derstanding he always has had. 

Referring to an advertisement that 
appeared in the Richmond Times Dis- 
patch, and entered as evidence, Mr. 
Hays said the phrase “low cost plan” 
was included and daily hospital bene- 
fits were described as ranging up to 
$15 a day for 100 days. Mr. Hays asked 
if these benefits were spelled out in 
the policies that had been entered as 
evidence. 

Mr. Lehane replied the daily bene- 
fit schedule makes up a part of the ap- 
plication and after the desired amount 
is selected by the policyholder, this 
form is made a part of the policy. The 
policies themselves, he said, contain a 
provision stipulating that benefits ex- 
tend up to 100 days. He added that 
hospital benefits are further extended 
10 days for each 12-month period the 
policy is in force, up to a maximum of 
200 days. 

Mr. Hays wanted to know if the ap- 
plication form is attached to every pol- 
icy. The witness said it is in more than 
99% of the cases. 
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Questioning of the witness by Mr. 
Short brought out the daily cost of the 
lowest premium plan offered by Bank- 
ers for a single male. Cost of hospital 
benefits coverage only would be .0462 
cents, for medical and surgical benefits 
.0385 and for time indemnity .0693. A 
life insurance benefit of $1,000 could 
be added for .0308, making a total 
daily charge for the lowest benefits 
available of .1848. If married, policy- 
holder could obtain hospital benefits 
for his wife at a daily cost of .0539 and 
medical-surgical benefits for an ad- 
ditional .0539. 

Mr. Hays asked that similar figures 
be provided for the maximum benefits 
available, and for the hospital benefits 
the daily cost was .1310. 


Mr. Short’s questioning developed 
testimony indicating there is “no red 
tape” involved in obtaining a Bankers’ 
policy. It is not necessary to join a 
group or undergo a physical examina- 
tion, unless a high amount of life in- 
surance is sought or there is a poor 
health history. 

The witness replied negatively when 
Mr. Short asked him if Bankers ever 
represented that the various benefits 
available under its plan are provided 
in a single policy. The response also 
was “no” when the witness was asked 
if Bankers ever represented directly 
or by implication that it would not 
take into consideration physical con- 
dition in determining whether or not 
cash benefits would be paid. 

Mr. Hays elicitied a “no” from the 
witness when he asked if Bankers has 
a specific provision requiring that ap- 
plicants be able to read or write. Mr. 
Lehane noted, however, that in all his 
experience with the company he does- 
n’t recall ever seeing an application 
signed with an “X”. 

Asked by Mr. Hays how Bankers 
goes about selling insurance, Mr. Le- 
hane explained branch sales offices 
are maintained in all states in which 
the company operates, except Okla- 
homa. The managers are company em- 
ployes, paid both a salary and commis- 
sion. Each office has supervisors who 
work directly with salesmen. Leads 
are furnished the offices, generally 
from the home office, and the selling 
operation is built around these. The 
leads are obtained by the home office 
from various advertising media and 
references. The branch manager sorts 
out the leads and allots them to the 
salesmen according to their working 
area. 


The hearing of witnesses started out 
with a bang as Mr. Short objected im- 
mediately and vociferously to the line 
of questioning by Mr. Hays when he 
gave the first witness several exhibits 
of Bankers’ advertising and asked her 
impression. As she began to read aloud 
several points from the exhibits, Mr. 
Short declared that to him the testi- 
mony certainly didn’t come under the 
heading of an “impression.” 

Mr. Hays directed the witness’ at- 
tention to specific sections of the docu- 
ments, asking her what they meant to 
her. Mr. Short objected and opined 
that such a line of interrogation was 
a “farce, that counsel was leading the 
witness and offending every defense 
concept” and he wanted to know if 
the trial was being held on basic is- 
sues or conjecture. He added that he 
simply couldn’t stomach this line of 
questioning” and that no court of law 
would stand for it. For that matter, he 
said, he could bring in witnesses too, 
and along these lines the case could 
last 12 months. 

Mr. Laughlin remarked that there 





— 


was considerable latitude in this type 
of testimony and the hearing was not 
strictly a court. He ruled that he wouly 
not hear “too much of this type of eyj. 
dence” and would consider it only jp 
“reasonable limits and amounts.” 
The routine employed by Mr. Hays 
after showing a witness certain ex. 
hibits and directing attention to spegj- 
fic points consisted in part of questions 
such as; What do you think this ig? 
(Later changed to a statement: “This 
is an advertisement.”) What does it 
appear to be? Did you get any impres. 
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On the Prairies 


Oil development in Canada’s Prairie 
Provinces is unequalled anywhere in 
the world. Soon the country will be 
oil self-sufficient. This oil boom, 
which elevated Edmonton into world 
prominence, is but one—and a sig- 
nificant one—factor in advancing 
Canada into a leading industrial 
position among the nations. It pro- 
vides Canadians with opportunities 
exceeding their fondest dreams—op- 
portunities far greater than those 
offered anywhere else in the world. 


Canada Health & Accident Assurance 
Corporation welcomes experienced 
insurance men, and those with a deep 
desire for a successful future through 
selling insurance. It has the most lu- 
crative territories available—it pays 
a high commission—it offers policies 
which almost sell themselves. 

Join with Canada Health & Accident 
Assurance Corporation and let us par- 
ticipate together in Canada’s broad- 
ening economic opportunities. 
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Canada’s expansion program. 
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sion from this ad as to what is being 
advertised? Did you get any impression 
how much you would have to pay? 

Then came the “penny” question. 
“How much is a ‘few pennies a day’ to 
you?” This was followed by questions 
on the meaning of up to $150 for doc- 
tor’s visits, $5 to $250 for operations, 
$15 per day up to 100 days for hospital 
room and what is understood by $15 
per day. Also, up to $200 living ex- 
penses while confined at home and up 
to $300 in the hospital. And, “What 

does ‘this plan gives you all four’ mean 
| to you?” 

Five of the seven witnesses almost 
instantaneously answered the penny 
question with amounts in the region of 
four or five cents. The other amounts 
were 10 and 15 cents. 

Mr. Short kept driving on the idea 
that a plan was not a policy and gain- 
ed admission from practically all wit- 
nesses that the “few pennies” theme, 
or for that matter any of the questions 
in the ad, such as those asked by Mr. 
Hays, would take on a somewhat dif- 
ferent significance depending on what 
a person wanted to buy and what he 
| understood he was buying after a visit 
from a salesman, this to include also a 
) signed form by the prospect that he 
| had read and understood the provi- 
sions and exclusions of the actual pol- 
icy. All also agreed they would sign 
nothing of that nature until it was 
clearly understood what was being 
signed. ; 

Mr. Short’s line of questioning also 
+ included a review of the type of insur- 

ance held by the witness and if there 

were any claims turned down by the 
company or if witness had ever made 

a complaint to FTC, insurance depart- 
| ment, etc. 
On the whole the witnesses did not 
appear greatly prejudiced, but when 
they were they made no bones about it. 
An interesting point brought out by 
one of Mr. Short’s question to each 
witness on how they first heard about 
the present FTC case was the number 
of witnesses who either knew the FTC 
investigator personally or were friends 
or neighbors of people he knew. The 
one male witness had known the in- 
vestigator, a Mr. Johnson, for “eight 
_ years or so,” lived three doors away 
’ from him in Bensonville, Ill., and had 

been with him on various social oc- 
' casions. 





The second witness called in the 
morning said that she had “dropped in 
to visit a neighbor” and met Mr. John- 
son there. “He was a relative of some- 
body or something. I didn’t know any- 
thing about it in the first place.” 
When asked by Mr. Hays what was 
the feeling of the several women 
gathered when Mr. Johnson asked 
them their individual opinions about 
certain ads he had brought along, the 
witness replied: “None of us knew too 
much about it; we were just trying to 
help Mr. Johnson.” Later the women 
received subpoenas. 

Mr. Short asked the witness a ques- 
tion on a Blue Cross ad which re- 
replied that she knew nothing whatso- 
ever about Blue Cross or other types of 
insurance. 

Bankers’ executive vice-president, 
Paul Doolen and Edward J. Kelly, 
vice-president in charge of claims, 
were questioned by Mr. Hays and 
cross-examined by Mr. Short, nothing 
In particular being brought out except 
the duties of the men and some of the 
operations of the company. There was, 
however, an immediate objection from 
Mr. Short when Mr. Hays queried 
Mr. Doolen on commission rates. Mr. 
Short said this was an advertising suit 





and not one on hiring and firing, com- 
mission scales and other trade secrets. 

In sustaining Mr. Short, Mr. Laugh- 
lin said policy matters were not set by 
him but the FTC does not go after re- 
velations of trade secrets and that in 
general he would rule against such 
questioning. However, if it were to deal 
with specific policyholders he would 
not so rule. This questioning at the 
present time, he said, seemed to be im- 
material. Mr. Short also objected and 
was sustained by Mr. Laughlin when 
Mr. Hays queried Mr. Kelly as to the 
reasons why claims were denied. Mr. 
Laughlin said such a line of question- 
ing was too broad. Mr. Hays then re- 
phrased his question as to whether 
claims were denied on grounds of pre- 
existing conditions after which Mr. 
Kelly replied, “yes.” He also explained 
the mechanics of making a claim. 





Asks Open-Minded Study 


of A&H Reinsurance 

(CONTINUED FROM PAGE 1) 
best authority that there are people in 
the insurance business who have 
studied the reinsurance proposal and 
concluded that it has substance and 
should be tried. 

“I call upon those specialists and 
such persons in the insurance industry 
to let the rest of us have the benefit 
of their insight and understanding,” 
Mr. Grahame said. “We are anxious to 
be of help if we can, and we are just 
as patriotic as anybody. The New York 
Times on Feb. 3 took a look at federal 
reinsurance and found it far from ade- 
quate and mentioned many of the rea- 
sons which have caused many in the 
insurance industry to oppose the pro- 
posal. 

“I suggest that the backers of the 
plan write a letter to the Times an- 
swering the editorial, or that they call 
a round-table conference and explain 
what they see in the proposal. 

“It is not enough to pass a law that 
we merely have curiosity as to how it 
will work. This is not valid experimen- 
tation. Satisfying a curiosity will not 
advance the health or insurance prob- 
lems of the American people.” 





Trade Practice Parley on 
A&H Ads Opposed by Hogg 


(CONTINUED FROM PAGE 1) 
laws but that the states should also ex- 
tend to advertising the concept con- 
tained in the unauthorized insurers 
service of process laws. 

A decade ago this approach devel- 
oped as a means of reaching companies 
for suits on claims where the insurer 
was not licensed in the insured’s state. 
At the time the use of this approach on 
advertising was considered but it was 
thought best to first clear up questions 
of constitutionality on the unauthorized 
insurers service of process front, since 
the constitutionality questions would 
apply both to claims and advertising. 





Slate Three Meetings for 


Occidental, Cal., Leaders 


More than 400 leading Occidental 
Life of California agents will attend 
one of three conventions scheduled for 
March and April. 

The Top Club convention for the 
highest producers from all areas will 
be held March 6-9 at Palm Springs, 
Cal. About 150 agents from the west- 
ern U. S., Canada and Hawaii will 
meet at San Francisco March 13-16. 
Eastern and midwestern agents will 
convene at Chicago April 17-20. 


Atlantic Life Makes 
Substantial Gains 


A gain of more than $4 million in 
assets, to $82,319,975, was realized by 
Atlantic Life in 1954, while insurance 
in force grew to $334,354,991, not in- 
cluding the gains made by the A&S 
field which the company entered two 
years ago. 

Sales of new insurance by both or- 
dinary and weekly premium divisions 
totaled $56,953,628. Capital and sur- 
plus increased to $7,407,813. The mort- 
gage loan account totaled $37,663,041, 
and stock and bond holdings amounted 
to $32,809,236. These two accounts rep- 
resent 85% of assets. 

Policyholders and beneficiaries re- 
ceived $4,980,979 in benefits during the 
year. 





Callahan at Louisville 


Tom Callahan, Time of Milwaukee, 
chairman of International Assn. of 
A&H Underwriters, and William Cour- 
sey, managing director of the associa- 
tion, will speak at the Feb. 18 meeting 
of Louisville Assn. of A&H Under- 
writers. 


Fla. Department Asks 
59% More in Funds 


A 59% increase in the 2-year budget 
will be sought this year by Commis- 
sioner Larson of Florida who has been 
holding a series of meetings with in- 
surance men in preparation for legis- 
lative hearings. 

Mr. Larson’s division is asking $1,- 
619,000 for the biennium, a boost of 
$602,000, due for the most part, he said, 
to the growth of the insurance business 
in the state and partly because “we 
have in the past underestimated the 
funds necessary to administer the laws 
in relation to the expansion that sub- 
sequently occurred.” 

At the meetings, Mr. Larson and 
members of his staff have been out- 
lining more than 30 new bills relating 
to fire, casualty, life, A&H insurance. 
Also proposed is an amendment to 
tighten up the financial responsibility 
law for motorists. 

He estimates that some $14,892,000 
will go into the general revenue fund 
from the industry in the next two 
years. 
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LIAMA Sets Card for 
Management Meet 


Management development and train- 
ing is the theme of the spring session 
of LIAMA’S agency management con- 
ference at Chicago Mar. 14-16. Kenneth 
D. Hamer, chairman of the committee 
and vice-president and agency director 
of Pan-American Life, will keynote 
the Monday morning session. 

Others on the program are Claire 
Gsell, sales director of Iowa Life, who 
will discuss a program for developing 
and training agency managers; Ford 
Munnerlyn, vice-president and agency 
director of American General, on the 
problem of motivating the manager. 

William D. Haller, executive vice- 
president and agency manager of Unit- 
ed Life & Accident, will preside over the 
afternoon session on recruiting man- 
power. Clyde J. Summerhays, execu- 
tive vice-president of Beneficial Life, 
will talk about current trends in the 
recruiting market. Recruiting problems 
of a medium-sized company will be 
discussed by Arnold Berg, agency vice- 
president of Indianapolis Life, and 
Bernard E. Wilson, branch manager at 
Evansville, Ill., of Commonwealth Life, 
will speak on the problem from the 
agency manager’s viewpoint. Burkett 
W. Huey, associate director of company 
relations of LIAMA, will also speak. 
A fellowship dinner will be served that 
evening. 

Joseph Weitz, LIAMA research as- 
sociate, will address the conference 
Tuesday morning on results of a recent 
research project analyzing LIAMA’s 
sales method index. Lee Cannon, 
agency vice-president of Western Life, 
will moderate a panel on what com- 
panies are doing to meet competition 
for the consumer dollar. Charles H. 
Heyl, vice-president and director of 
agencies of Bankers Life of Nebraska, 
will preside. 

The rest of the program is yet to be 
made known. 


1954 Sales Set New Mark 


for National Guardian 


National Guardian Life of Wiscon- 
sin registered its largest production in 
1954, new paid business amounting to 
$23,180,781. Insurance in force totaled 
$170,095,785, up from $154,724,925. _ 

Premium and investment income in- 
creased substantially. The rate of in- 
terest earned on assets rose from 3.- 
33% to 3.38%. Surplus gained $316,- 
593 to total $3,047,890. Assets of $40,- 
029,034 were higher by $3,422,889. 


Anderson Named President 


William M. Anderson has been elec- 
ted president of North American Life 
of Toronto to succeed Norman S. Rob- 
ertson, who continues as chairman. 
John T. Bryden becomes vice-presi- 
dent and general manager, and George 
Ryrie, vice-president and assistant gen- 
eral manager. 

Mr. Anderson has been with the 
company since 1924. He became vite- 
president and managing director in 
1950. Vice-president of Society of Ac- 
tuaries, he is a past president of Can- 
adian Life Insurance Officers Assn. 
and Life Insurance Institute of Canada. 

Mr. Bryden joined the company in 
1929, Mr. Ryrie in 1924 and Mr. Rob- 
ertson in 1928. 








Agents Voting on Union 


WASHINGTON—The national labor 
relations board has directed that 
Southland Life’s Washington district 
agents vote within 30 days of Jan. 31 
for or against having Insurance 
Workers of America, CIO, represent 
them in collective bargaining. 





Union Mutual Net 
Income Sets Record 


Life in force of Union Mutual in- 
creased to $482,138,702, compared with 
$388,861,798 at the close of 1953. Sales 
of ordinary amounted to $59,333,482 
and group totaled $70,636,298, includ- 
ing $49,121,000, the company’s share 
of federal employe group placed by 
the government. Non-cancellable S&A 
premiums increased 13.1% and group 
S&A went up 12.8%. 

Net income set an all-time high of 
$19,981,990. Of this, $8,755,272 was paid 
out in benefits; $3,886,569 was invest- 
ed as policy reserves; and $1,207,590 
was added to surplus. Operating ex- 
pense was $4,575,210. 

The scale of dividends was increased 
effective Jan. 1, and in 1954 totaled 
$1,557,350. Net investment earnings 
showed a substantial gain to 3.21% 
from 3.08%. Assets increased $6,103,983 
to $78,107,031. 

The company is expanding its home 
office and plans are for a new addi- 
tion of four stories containing 50,000 
square feet to be begun in March. 


Bills on Credit Life and 
A&H Expected in Kan., N. M. 


Among the proposals of the Kansas 
legislative council studyng small loans 
is a measure to forbid lenders to charge 
a borrower for insurance on his loans 
up to $300. 

In New Mexico, Gov. Simms has 
sent a special message to the legisla- 
ture recommending in connection with 
small loans that a licensee wanting to 
conduct an insurance business in ad- 
dition, must obtain permission from the 
bank examiner. Any profits from col- 
lateral sales, including premiums on 
credit life or A&H, would be deemed 
charges, and the total charge for in- 
terest and insurance could not exceed 
the maximum interest rate. Insurance 
would not be required as a condition 
of the loan, and a copy of the insurance 
policy must be given to the borrower 
within 15 days to prevent any licensee 
from charging for insurance without 
writing it. 








Provident Promotes 
G. N. Dickinson 


G. Nelson Dickinson Jr., who has 
been in the pension division of Provi- 
dent Life & Accident, has been pro- 
moted to manager of the division. He 
has been in insurance 22 years and 
= Provident at the home office in 
1952. 


Cohen Tops Lincoln Nat'l 


I. A. Cohen of the Weidner agency, 
Pittsburgh, has been named Lincoln 
National Life’s agent of the year for 
1954. David Warshawsky of Feder 
Associates, Cleveland, was runner-up 
for the second consecutive year. Be- 
sides production, the honor is based 
on quality factors such as persistency 
and average size of policy. 

Members of the Weidner agency, 
the company’s top producing office for 
1954, were honored at a banquet at 
Pittburgh. Cecil F. Cross, vice-presi- 
dent, presented Mr. Cohen a scroll 
and an engraved gold medal in rec- 
ognition of his achievement. His name 
also will be placed among those of 
previous winners in the lobby of the 
home office building. 


U. S. Group Included 


The tabulation of figures from life 
companies’ year-end statements that 
appeared in the Feb. 11 issue had a 
footnote indicating the amount of 
group life insurance for U. S. govern- 
ment employes that four companies*in- 








cluded with their new business figures. 
This has caused some to wonder 
whether the new business figure shown 
for other group writing companies in- 
cluded or excluded business on the U. 
S. government group. The answer is 
that the new business figure includes 
that obtained under the government 
employes group, if any. The footnote 
will be omitted in future tables to 
avoid confusion. 


ANICO Has Good Gains 
Marking 50th Year 


American National’s in force volume 
gained over a quarter of a billion dol- 
lars in 1954 to push its in force total to 
$3,071,474,826 according to Executive 
Vice-President, W. L. Vogler. The 
gain, amounting to $275,815,661, was 
the largest for a single year in company 
history and is $67 million larger than 
the insurance gain for the previous 
year. 

Assets gained $72 million and now 
total $521,862,980. Surplus increased to 
$63,315,507. 

More than 600 qualifiers and wives 
will attend the Golden Anniversary 
convention for ordinary representatives 
Feb. 19-22 in Galveston, with business 
sessions being held the final two days. 
Ordinary field force leaders in produc- 
tion, persistency, and other accomplish- 
ment will be recognized with achieve- 
ment presentations. The social program 
opens with a carnival dance and buf- 
fet dinner and closes with a banquet 
and ball. 

Following the regular convention the 
members of the President’s Club will 
hold a special meeting in New Orleans. 
Due to the size of the field organiza- 
tion, separate conventions are held for 
its ordinary and combination field men. 





Lincoln National Names 
McMurchy Gen’] Agent 


G. C. McMurchy has been appointed 
Kansas City general agent for Lincoln 
National Life. He 
succeeds I. Perry 
Crow, general 
agent there for six 
years who is re- 
turning to person- 
al production as a 
member of the 
agency. Mr. Crow 
will service the es- 
tate problems of 
his personal clients 
and will also su- 
pervise the agen- 
cy’s brokerage ac- 
tivities. 

The agency will 
be known as Gene C. McMurchy & 
Associates and headquarters will re- 
main at suite 500-504, 1012 Baltimore 
avenue. Mr. McMurchy was most re- 
cently assistant manager at Oakland, 
Cal., for another company. 


G. C. McMurchy 





Bankers Life, Neb., Names 
General Agents in D. C., Ia. 


Bankers Life of Nebraska has named 
Walter D. Scully as general agent in 
Washington, D. C. 
He has been a 
leading producer 
in the Washington 
area for more than 
five years. 

H. R. Patterson 
of Villisca, Ia., has 
been named gen- 
eral agent at Red 
Oak. Mr. Patterson 
was a member of 
the Bankers Life 
leaders club in 
1954. 





Walter Scully 


Penn Mutual Promotes 
Starr, Butler at H. O. 


Floyd T. Starr has been elected vice. 
president and treasurer of Penn My. 
tual Life and Charles H. Butler ha; 
been appointed assistant treasurer, 

Mr. Starr, with the company % 
years, succeeds the late Harry 5 





Charles H. Butler Floyd T. Starr 





White. He joined the company as as. 
sistant to the president and_ subse. 
quently became assistant treasurer, 
treasurer, 2nd vice-president and vice. 
president. 

Mr. Butler joined the company in 
1922 and after a series of promotions 
became assistant to the treasurer in 
1948. 





Warren Fleming Leaves 
South Coast Life Post 


Warren M. Fleming, co-founder with 
W. O. Cox of South Coast Life, is re. 
signing as assistant to the president to 
join Securities Corp. of America as 
president. Mr. Fleming, a major stock- 
holder in South Coast, has been in life 
insurance for more than 15 years. 


Honor Maloney at L. A. 


Retiring Commissioner J. R. Maloney 
of California was honored by 68 em- 
ployes, officials and former members 
of the Los Angeles office of the insur- 
ance department last week. Former | 
Commissioner Wallace K. Downey was | 
master of ceremonies. 





e e 

Among those attending, in addition 
to Mr. Downey, were Superior Court 
Judge Eugene P. Fay, former chief as- 
sistant insurance commissioner; Presi- | 
dent Frank J. Hogan of Constitution 
Life, and Norman Rosenburg, former | 
rating analyst. Mr. Maloney was pre- 
sented a set of matched luggage. 


Holz Confirmed in N. Y. 


Gov. Harriman’s appointment of Lef- 
fert Holz of New York City as super- 
intendent of insurance has been unan- 
imously confirmed by the New York 
senate. 


New Hand-Books Ready 
for Georgia-Alabama, 
Rocky Mountain States 


New Underwriters’ Hand-Books 
for Georgia-Alabama and for the 
Rocky Mountain States (Colorado, 
Idaho, Montana, New Mexico, Utah 
and Wyoming) have just been pub- 
lished by the National Underwriter 
Co. They provide complete and up- 
to-date information on _ agencies, 
companies, field men, general 
agents, solicitors, groups and other 
organizations affiliated with insur- 
ance throughout these territories. 

Premiums and losses by lines, 
within these states, for all fire and 
casualty companies and life insur- 
ance paid for and in force for life 
companies, are also presented in 
special statistical sections. Copies of 
either may be obtained from the Na- 
tional Underwriter Co., 420 E. 
oe street, Cincinnati, price $12 
each, 















































WESTERN AND SOUTHERN 


C7 Annual Ye 



































December 31, 1954 
ASSETS LIABILITIES 
United States Government Bonds _$160,930,737.36 Statutory Policy ee ss $534,113,135.00 
ee . Policy Proceeds and Dividends 
Municipal and Corporation Bonds. . 104,389,851.41 eee wk Citiedad:......... 4,537,120.00 
Preferred Stocks ................ 21,944,561.00 Dividends to Policyholders 
3 Mortgage Loans................ 278,526,308.35 Payable in 1955... 6,457,291.00 
4 11.558.304.13 Policy Benefits Currently Outstanding —_1,194,806.25 
Groun Rents. Retr r ee eek CO l, . 'e Premiums and Interest Paid in 
| ' Real Estate: Advance ..................  2,830,199.63 
er with Properties Occupied by Accrued Taxes Payable in 1955. . 2,557,000.00 
Be bi the Company............... 3,096,009.98 Escrow com and Unallocated 
den Funds . Lieeeeececcsees.  4,059,681.05 
rica as Investment ...............- 3,116,067.01 na 544,714.76 
* stock- Policy Loans..............+++4-. 12,776,358.65 Security Valuation Reserve........ 2,201,715.31 
in life Cash on Hand and in Banks... .... 7,854,529.48 —— eee amen i seeeoneo 
sa Accrued Interest and Rents. ...... 4,665,360.99 Sines for cai. sae 6,150,000.00 
Premiums in Course of Collection..  6,376,121.49 Reserve for — —— in ns 
Policy Valuation Standards.... 5,000,000. 
ties Other Assets.........-..0-00--- 1,387,384.29 rr ins leat 45.625,931.14 
8 em- 
ombers NOME Aicecsedvaes wee -$616,621,594.14 RGITIEE Sc cecswasvcdnedna: $616,621,594.14 
insur- | 
‘ormer 
2Y was 
lditi Increase in Assets “ee © © © © © @ @ $60,460,058 
psf Increase in Insurance . « « « « e« « $188,088,474 
ae Insurance in Force . « « « « « « $2,881,593,450 
tution | Policies in Force. . »« « « 4,533,359 
ormer 
$ pre- 
f Lef- | 
uper- 
inan- 
York 
Y 
We mean our quality service to policyholders .... 
ve number of policies owned ..... increase in our assets. 
the 
do, 
tah 
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New horizons, nation-wide, through John Hancock payments 









averaging more than ‘1,000,000 
every working day 


For thousands of American families and individuals, life 
moves more smoothly and securely as a result of benefits 
received through John Hancock payments. Nation-wide, 
an average of more than one million dollars in benefits 
flows out from John Hancock every working day. 

And John Hancock's rugged, growing assets — over 
four billion dollars soundly invested to guarantee ful- 
fillment of its pledges to over nine million policy owners 


—are pits to build homes, industries, railroads, high- 
ways, public utility services, hospitals and schools all 
through the land. 

Life insurance — more available now than ever through 
John Hancock's great new program of lower costs — is 
good for the individual, and it’s good, too, for these 
United States. 





STATEMENT OF FINANCIAL CONDITION, DECEMBER 31, 


ASSETS 
Bonds . 


United States of America 
Treasury bonds 


. $2,768,473, 117 


.$ 352,077,138 


Treasury bills 67,833,001 
Dominion of Canada . 6,402,538 
State and other civil 

division 146,265,918 
Railroad 246,060,672 
Public utility . 1,108,713,809 





1954 


OBLIGATIONS 


Statutory policy reserves 
The amount determined in accordance 
with legal requirements which will, with 
future premiums and interest, assure pay- 
ment of all future policy benefits. 

Policy owners’ and beneficiaries’ funds . 
Proceeds from death claims, matured en- 
dowments and other payments, including 
dividends left with the Company at in- 
terest. 

Dividends payable to policy ownersin1955 60,430,924 


.$3,252,775,366 


287,417,149 


Industrial and Policy benefits in process of payment 30,282,218 
Miscellaneous 841,120,041 Including claims in process of settlement 
and an additional sum for claims not yet 
Stocks . + + «+ 267,967,439 reported. 
Preferred or Guaranteed . 75,212,161 Other policy obligations 83,594,587 
Common ... . . 192,755,278 Premiums paid in advance of due date 
$38,094,587 and reserve for ultimate 
Mortgage loans on real estate . 854,221,292 changes in policy valuation standards 
Residential and Business . 693,856,453 Pies ssc ; is ere 
andatory security valuation reserve 
sion 2 3 As required by the National Association ia 
Real estate 73,948,574 of Insurance Commissioners. 
Home office, Housing and Accrued taxes payable in 1955 16,017,000 
other properties acquired Other obligations, enteationg accrued 
for investment 73,695,455 capenec® ; a on See __31,594,454 
Foreclosed properties . 253,119 Total Obligations. - 3,852,240,255 
Loans and liens on Company’s policies . 112,355,100 SURPLUS TO POLICY OWNERS 
Cash in banks and offices 51,866,524 Contingency reserve for Group Insurance 12,211,000 
Prom: d Adhnteed Contingency reserve for fluctuation in 
; eee i wea 4 " sn 4 ascipieninal security values. 62,100,000 
nterest and rents due and accrued . 34,816,002 General surplus . 306,192,352 
Other assets - _ 10,006,042 Total Surplus . . 380,503,352 
Total Assets -$4,232,743,607 Total Obligations and eile k -$4,232,743,607 
All securities ave valued in conformity with the laws of the several States and as prescribed by the National Association of I C issioners. 





Securities carried at $710,672 in the above statement are deposited for purposes required by law. 


DIRECTORS 


Charles L. Ayling 
Guy W. Cox 

Carl P. Dennett 
Albert M. Creighton 
Joseph E. O’Connell 


Paul F. Clark 
William M. Rand 
Edward Dane 
Daniel L. Marsh 








MUTUALYZ LIFE 





A COPY OF THE COMPLETE ANNUAL REPORT WILL BE SENT 


Byron K. Elliott 
John M. Hancock 
Ralph Lowell 
Thomas D. Cabot 


Cs” 
INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 


Merrill Griswold 
Samuel Pinanski 
Philip H. Theopold 
E. Taylor Chewning 


Edward B. Hanify 
Georges F. Doriot 
Lloyd D. Brace 
Lee P. Stack 

Earl P. Stevenson 





ON REQUEST 























